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NON. Y. DEPARTMENT 
SHAKE-UP POSSIBLE 


Election Cannot Change the Strong 
Personnel of New York Insur- 
ance Department 
NEWSPAPER STORIES DENIED 
Heads of Bureaus of Supervision in 


This State are Under Civil 
Service 


Stories published in the New York 
Tribune and other papers that there 
may be sweeping changes in the New 
York Insurance Department because 
of the victory of Republicans in the re- 
cent election need cause no concern to 
the many insurance men who believe 
that the New York department is not 
only the most progressive and best run 
in the country, but also the unmistak- 
able leader among the departments. It 
would be a great misfortune if anything 
were to impair the high moral or de- 
stroy the splendid efficiency of the de- 
partment, but fortunately, such a con- 
tingency is not possible because many 
of the most valuable men in the depart- 
ment are secure of their berths by 
civil service, and it is not to be pre 
sumed that a new insurance commis- 
sioner would take hold of such a highly 
specialized organization and _ replace 
his deputies, each an expert, with in- 
experienced men. 

Personnel of Department 

Because of the pre-eminent position 
of the New York department and the 
service it has been doing and is called 
upon to do for other States, which re- 
gard it as a model, The Eastern Un- 
derwriter presents a few facts about 
the personnel and organization. 

Judge Hasbrouck, who was appointed 
superintendent following the appoint- 
ment of William T. Emmet to another 
branch of public service, was for years 
a leading member of the bar up-State. 
He made no change in organization 
after taking office except to fill places 
left vacant by resignation. 

The first deputy, Henry D. Appleton, 
has been with the department thirty 
years, and has charge of the Albany 
office. He has always been active and 
invaluable in insurance commissioners’ 
conferences and on committees. 

The second deputy is J. J. Hoey, who 
was appointed by Mr. Emmet and in 
less than three years, has obtained a 
mastery over the many difficult insur- 
ance problems which reach the New 


York office, of which he is in charge _ 


for decision. 
The third deputy is Dennis A. Spel- 
lisy, who has charge of the appraisals 
(Continued on page 14.) 
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Life Insurance... 
Editorial 








THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


What is FIRE INSURANCE from the Property Owner’s 
Standpoint? 


Ample CASH CAPITAL ($6,000,000). 


SURPLUS as regards Policy-holders ($17,873,019), large in proportion 
to liabilities ($15,266,896). 


ASSETS ($33,139,915) of the highest grade, so invested as to be uniform- 
ly secure throughout the country and immediately available in 
case of conflagrations. 


LIABILITY in large cities conservatively distributed and well within 
(not beyond) the resources of the Company. (Special conflagra- 
tion reserve, $1,800,000). 


A REPUTATION, the steady growth of 60 years of consistent fair 
dealing with large and small insurers alike. 

















Entered United States 
1866 


North British 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866; when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 











Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 683 WILLIAM STREET, NEW YORK 








SUCCESS DESPITE — 
THE WAR MEETING 


Life Underwriters’ Association Invites 
Every Producer in New York to 
Hear Experiences. 


TALKS BY SUCCESSFUL AGENTS. 


Producers Will Show Business Com- 
munity that Real Success Defies 
Economic Conditions. 


The Life Underwriters’ Association of 
New York has extended an open in- 
vitation to every producer in New York 
to attend an experience meeting of the 
association on Tuesday noon, November 
24. The object of the meeting is to put 
a stop to “war talk” and to demonstrate 
that life insurance solicitors are tri- 
umphing over business depression. It 
is hoped that at least 500 agents will 
attend. 

The meeting will be addressed by 
ten of the most successful personal pro- 
ducers, men who have written a large 
volume of business since the European 
conflict started. Each will be alloted 
five minutes time to tell what he has 
done. 

Companies Asked for Experiences. 

The Life Underwriters’ Association of 
New York has written letters to the 
companies asking them to give the ra- 
tio of paid business for ten months of 
1914 compared to ten months of 1913. 
A number of replies have been received, 
indicating that some companies are 
ahead of last year. 

The Life Underwriters’ Association 
of New York will hold the meeting at 
noon instead of at night, as usual, in 
order that there may be a larger at 
tendance. 

The meeting will demonstrate to the 
entire business world of New York that 
life insurance agents have kept their 
nerve and have gone right ahead at a 
time when men in other businesses are 
complaining and blaming failure on con- 
ditions other than their own making. 


The experience will show that even 
in the financial district where the Stock 
Exchange has been closed for weeks 
it is possible to write large policies and 
many of them. In fact, there are many 
arguments why this is the proper time 
for a broker to sign an application, 
Anyway, the experience of live-wire 
producers in Wall Street as well as 
other sections of the city will be elo- 
quently given. 


DIVIDENDS TO BE SAME 


The Home Life of New York will 
probably make no changes in dividends 
as of January 1, 1915, but the present 
scale will stand. The Connecticut 
General Life and the New England Life 
will follow the same practice. The 
Missouri State Life will continue the 
use of the scale adopted at the begin- 
ning of the present year, while the 
John Hancock will not change its pres- 
ent scale of dividends. 
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RECOMMEND IT TO A FRIEND! 


There is some young fellow working at $10.00 a week who can earn $20.00 


YOU CAN DO HIM A SERVICE! 
Tell him of our 


REAL AGENCY SERVICE! 


us—we will be glad to tell you about it 





OF HARTFORD, CONN. 
JOHN M. HOLCOMBE, President 








How we educate our men; about our Sales Department; and if you haven’t heard of our Efficiency Staff—write 


Phoenix Mutual Life Insurance Company 








EXAMINATIONS COMPARED 


LIFE COMPANIES ARE HARDEST 








Takes New York Department from Six 
to Nine Months for Each 
Company 





How do life insurance examinations 
by insurance departments compare 
with examinations of other companies 
in the insurance business? The New 
York Insurance Department has made 
some interesting comments on examina- 
tiontion in a letter sent to a Western 
insurance commission, who wants to 
model his department as much as pos- 
sible after New York’s department. 
Here is what the New York department 
wrote: 

Examination of Life Companies 

The law requires life insurance com- 
panies to be examined not less than 
vnce in three years, and, oftener if 
deemed necessary. The examination of 
a large life insurance company is a 
tremendous task, and usually takes a 
force varying from six to a dozen men 
a considerable period of time, extend- 
ing possibly from six to nine months 
or even longer. This branch of the 
work is done under the direction of a 
chief examiner, the examining force be- 
ing drawn from the regular staff of de- 
partment examiners. The examination 
of a life company is performed in a 
thorough manner, every phase of the 
business being investigated, from the 
solvency of the company to its under- 
writing practices, its disbursements, its 
claim settlements and the various other 
numerous features regulated by law. 

Examination of Fire Companies 

This work is also done under the 
chief examiner, the regular examining 
staff of the department being also 
available for this work. Fire companies 
are examined not less than once in five 
years, and oftener if deemed necessary. 
The task of examining a fire insurance 
company is not so difficult or as com- 
plicated as the examination of a life 
company, but because of the greater 
number of fire companies operating in 
the State the examination bureau is 
under a pressure as great as that ex- 
isting in the life examiners’ department. 
The company examinations are not 
confined merely to ascertaining the 
financial conditions of the companies, 
the scope of such examinations being 
practically as broad as those made of 
life companies, the nature and purpose 
of disbursements as well as treatment 
of policyholders being an important 
part of the examinations. 

Examination of Casualty Companies 

This bureau is under the direction of 
a chief examiner, and assisted by the 
regular examining force Casualty 
companies are examined at least once 
in three years, and because many forms 
of this class of insurance are of recent 
origin, the laws governing them are not 
as definite as the regulations govern- 


ing life and fire companies,.and con- 
siderable work is demanded from this 
division in recommending constructive 
and corrective legislation. 
Examination of Fraternals 
Operatives 

This department is in charge of a 
chief examiner, assisted by the regu- 
lar examining force. The examinations 
of associations coming under this 
classification are as thorough as the 
examination of life companies. A great 
deal of constructive legislation has been 
enacted and is expected to be enacted 
not only in this State but in other 
States by which it is expected that the 
fraternal organizations will be placed 
on a sounder footing. This depart- 
ment, like others, devotes considerable 
thought to the effects of such legisla- 
tion and to the recommendation of 
changes and new legislation deemed de 
sirable. 


and Co- 





PROMISSORY NOTES TAXED 
Cashiers of Life Companies Must See 
That Two Cents on Each $100 
is Collected 





Cashiers of life insurance companies 
will have to watch out for one item 
alone which will affect the life insur- 
ance business as regards war revenue 
stamp taxes. It is the tax on promis- 
sory notes which becomes effective De- 
cember 1, 1914. This will include all 
premium notes and are renewals of 
them. 

The tax will be two cents on each $100 
or fraction thereof and must be paid 
by affixing the proper amount of stamps 
to the note by the one who makes, 
issues or signs it. The Fidelity Mutual 
Life in calling the attention of its 
agents to this matter says: 

“The law also provides that the 
stamps affixed must be initialed and 
dated by way of cancellation. Agents 
and cashiers must therefore see that 
ali notes or renewal notes taken after 
December 1, 1914, are properly stamped 
and the stamps cancelled, before such 
notes are forwarded to the head office. 

“Policy loan agreements will be sub- 
ject to a stamp tax, payable by the 
borrower. The law also provides for 
a stamp tax on every bond of indem- 
nity. Whenever the agent is required 
under his contract to furnish such a 
bond to the company, internal revenue 
stamps to the amount of fifty cents 
must accompany same. If the bond be 
approved, the stamps will be attached 
and duly cancelled. If not approved, 
the stamps, or amount, will be re- 
turned.” 

DECATUR LIFE ORGANIZING 

The Decatur Life of Decatur, Ind., is 
now being organized. The Decatur Un- 
derwriting Company is in charge of 
the sales work. Already 220 of the 
250 applications which will have to be 
secured before the Company is li- 
censed, have come in. 





The State Life Insurance Company 


INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 
Deposited With The State of indiana Fer The Sele Protection of 


Pelieyholders 





Geod Territery and Remunerative Contracts for Men Who Can 


“Do Things” 


Address CHARLES F. COFFIN, Vice President 


1231 State Life Building 








@AMARILLD 

DENISON, 
THE 
BIG 


FT.WORTH S 


TEXxas GREAT 


co 


AUSTING 
SAM ARTONIOe 
eOtL Rio 


Dec. 31, 1909 
Dec. 31, 1910 
Dec. 31, 1911 

Dec. 31, 1912 


Dec. 31, 1913 


Sept. 30,1914 1,815,302.46 


DALLAS. TEXARKANAS 


INSURANCE 
BEAUMONT. 
XPT ARTHURS 


COMPANYS 
> 







J. 3. RICE, President 


GREAT SOUTHERN 


Life Insurance Company 
HOUSTON, TEXAS 


J. T. SCOTT, Treasurer 


OUR RECORD 





GROSS ASSETS 
$655,004.93 
1,057,016.02 


1,128,912.85 
1,306,689.41 
1,500,835.10 


COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 
(paid-for basis) 
$992,000.00 
5,352,260.00 
10,057,028.00 
14,859,856.00 
23,650,512.00 


30,630,355.00 


FOR AGENCY CONTRAC rs ADDRESS 
O. S. CARLTON, Vice-President - - 


HOUSTON, TEXAS 











PURELY MUTUAL 


THE 


CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 


GLO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 


Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 





Income Insurance 
Corporation Insurance 


Partnership Insurance 











It Will Pay You to Investigate 
Before Selecting Your Company 
Write to 
H. F. NORRIS 
Superintendent of Agencies 
Milwaukee, Wisconsin 





Large ‘‘ Dividends ”’ 
Low Cost 
Service Policy 
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PITTSBURGH LIFE AND TRUST 
HOME OFFICE AGENCY CLUB OFFICERS 

















S. A. Armstrong L. E. Umstead 


One of the most unique organizations 
connected with the Pittsburgh Life and 
Trust is the Home Office Agency Club 
which comprises about 60 members, 
publishes a paper called “Club Topics” 
and quite generally makes itself felt in 
the life and work of the Pittsburgh 
company..° 

As might be supposed the officers of 
this club are active insurance sales- 
men who find that the pleasant asso- 
ciations formed, through the club, with 
other members in the life insurance 
vineyard, keep them on their toes at 
all times and encourage the frequent 
signing of applications. ; 

The club itself was started April 6, 
of this year and was the idea of H. S. 
Sutphen, director of agencies. The 
first president was William Cotton. 
Officers were elected to serve for six 
months at a time and new ones have 
recently been chosen. Their pictures 
appear upon this page. 

The object of the club is to hold 
weekly meetings and to provide mutual 
encouragement to members. Every 
agent who operates from the home 
office is eligible. Nominal monthly 
dues are collected and regularly each 
month the breezy paper, “Club Topics” 
appears. This is edited by Robert L 
Wickline, director of agents, for the 
Company, who at the October meeting, 
was made editor. He had served as 
secretary of the club during the pre- 
ceding six months. 

The officers of the club elected in 
October are as follows: 

S. A. Armstrong, president; L. E. 
Umstead, vice-president; J. W. Graham, 
secretary; R. C. Powelson, treasurer; 
Robert I. Wickline, editor, “Club 


Topics,” Geo. Ferguson, M. I. Bernstein, 
A. K. Knox, executive committee. 





Robert L. Mickline George Ferguson 


R. C. Powelson 


J. W. Graham 


The cardinal principle of the club is 
the holding of weekly meetings of in- 
struction to broaden out the education 
of members along insurance lines. At 
these meetings members are at liberty 
to ask questions which arise in the 
course of their work. These gather- 
ings are held Saturday mornings at 11 
o’clock as that time has been found 
to be the most opportune for securing 
the attendance of out-of-town men. 


If a member of the club is sick 
flowers are sent. There are also social 
activities connected with the organiza- 
tion which help to make it popular. 
More than any other one thing which 
cements the ties among the local agents 
and supervisors operating from the 
home office who are included in the 
membership, is the co-operative spirit 
of helpfulness which is possessed by 
the club members to no small degree. 

The club trip taken last July and 
participated in by about 40 members 
will be looked back to for many months 
with distinct pleasure. Two special 
cars over the Pennsylvania took the 
party to Buffalo where boat was taken 
to Cleveland. The party then went to 
Detroit, and from there to Mackinac 
Island where four delightful days were 
spent at the Grand Hotel in attendance 
at the annual agency convention of the 
Company. 

The organization of the club has un- 
doubtedly helped the individual produc- 
tion of the members, as the propor- 
tion of high class business written, has 
been largely increased. The club 
paper has had much to do with this 
success, and Mr. Wickline who has re- 
mained as the editor, is entitled to 
much credit for this feature of the 
club’s activity. 














M. I. Bernstein A. K. Knox 


MEDICAL EXAMINER MUST WATCH 





Case Where Permanent Disability Was 
Passed Over as Foot 
Arch Trouble 





A medical examiner who is experi- 
enced in the business knows that he 
cannot be too careful in his selection 
of risks. There are all kinds of things 
which are worked by a prospect who 
is anxious to secure insurance. Fre- 
quently it is the case that the medical 
examiner is not thorough enough in 
his questioning or limits his queries 
to the specfic questions asked in the 
blank. 

A case occurred a few days ago where 
a $5,000 term policy had been issued 
readily by one of the strongest com- 
panies with headquarters in the East 
to a man known as a cripple to all 
his neighbors. One of the latter was 
riding with him in a street car and 
was shown the policy just issued. Be- 
ing in the insurance business he asked 
the cripple through rheumatism, how 
he passed the doctor. “Oh I just told 
the doctor,” said he, “that the reason 
that I limped and walked so stiffly was 
from arch trouble in my feet and he 
did not suspect anything.” The risk 
would never have been accepted on 
any plan if the examiner had made 
a more thorough inspection, as the 
malady producing the rheumatism had 
not been eradicated. 





SOUTHWESTERN LIFE 





Applications Received for $7,000,000 of 
Insurance—Business in Force, 
$26,500,000 





At the recent annual agents’ con- 
vention of the Southwestern Life of 
Dallas, the remarks of President T. W. 
Vardell showed that the company has 
made a great record so far this year, 
having received applications for over 
$7,000,000 of insurance. The business 
in force at the present time, he stated, 
was $26,500,00. 

There were a number of excellent 
selling taks made at this gathering 
which the agents much appreciated. 
President Vardell acted as toastmaster 
at the final banquet which was held in 
the Adolphus Hotel. F. E. McGonagill 
who led the Southwestern Life Club 
for the year received a gold watch 
while W. P. Medders the first vice 
president of the Club likewise received 
a gold watch, as did Alston Gowdy. 

The efficiency cup went to W. D. 
Arden, 89 per cent. of whose 1913 busi- 
ness was renewed in 1914. The meet- 
ing was a most successful one and the 
distribution of prizes added much to its 
interest. 


ISSUES AGENCY PAMPHLET 
The Central Illinois Agency of the 





Mutual Life which has headquarters 
in Chicago is issuing a semi-monthly 
bulletin. 


SUPPLY FIRST AID TO MOTHERS 


METROPOLITAN’S WELFARE WORK 








Human Interest Incident Showing How 
Widely Company’s Publica- 
tions are Read by Public 





For real human interest nothing 
quite matches some of the experiences 
encountered by representatives of the 
welfare department of the Metropoli- 
tan Life. This department among 
other things issues booklets and 
pamphlets, which have a circulation 
running up into the millions, and which 
give common sense suggestions regard- 
ing hygiene and the care of the sick 
and injured. Even fake consumption 
cures furnish the subject of a 
pamphlet. One of the booklets having 
an unusually large circulation, and 
printed in many languages, is entitled 
“The Child,” instructing the mother 
how to care for children and how to 
prepare for them. 

A few days ago Dr. Lee K. Frankel, 
head of the company’s welfare depart- 
ment, received the following communi- 
cation from a Boston representative: 

“Before closing I should like to write 
you of an incident showing the value 
of your publication ‘The Child.’ I was 
making a visit with a nurse in East 
Boston. The patient was not one of 
your policyholders. She was a woman 
expecting to be confined in a few 
months. I found her so intelligent in 
her care of herself that I asked her 
how she knew certain principles of 
hygiene which she was observing. She 
said, ‘1 have a book which tells me 
what to do.’ When I asked to see the 
book, she said, ‘It is in Yiddish and you 
could not understand.’ Finally she 
brought it out and it proved to be a 
x A and well read copy of ‘The 
Child.’ ” 





INTENSIVE CULTIVATION 





Mutual Benefit’s Field Plans—New 
General Agencies in lowa 


are Named 





The Mutual Benefit, which is carry- 
ing out a plan of intensive cultivation 
of the field, has divided Iowa into five 
general agencies. In Des Moines, Rob- 
ert Orriny, formerly of Springfield, IIl., 
has been placed in charge, succeeding 
Charles B. Van Slyke, resigned. A new 
general agency has been established in 


Mason City, with J. D. Markwood, 
formerly of Crookston, Minn., in 
charge. In Cedar Rapids, Alfred W. 


Dula, formerly of Le Mars, Ia., is now 


general agent. The fourth general 
agency is that of S. Griffen Ball at 
Davenport, while C. H. Ross will re- 


main in charge at Sioux City, Ia. 

In Pennsylvania the Company has 
been very successful with general agen- 
cies at Philadelphia, Pittsburgh, 
Williamsport, and Altoona. Additional 
general agencies will be appointed in 
other States. 





MAS THE 


’ STRENGTH OF | 
GIBRALTAR 








Office Ornaments and 


Chair-Warmers 


have never succeeded with us. “Prudential Agent,” work 


and success are synonyms. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated as a Stock Company by the State of New Jersey 


WE WANT AGENTS 





Home Office, NEWARK, N. J. 
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G. E. IDE ON THE OUTLOOK 


AMERICANS MUST CO-OPERATE 








President of Home Life Says Great 
\National Questions Must be Care- 
fully Studied 





Agents of the Home Life made an ex- 
tra spurt in October in honor of George 
W. Murray, Agency Superintendent. 
“Murray Month” was successful in every 
aspect, and, in commenting upon the 
work of the agency force, President 
George E. Ide, took occasion to refer to 
general business conditions throughout 
the country, saying in part: 

“There is a general tendency con- 
spicuous in our social as well as our 
business life which is a natural and 
necessary result of prevailing condi- 
tions, greater seriousness in the study 
of our national and personal problems 
and greater conservatism and economy 
in the conduct of our affairs. This is 
a hard lesson for Americans to learn, 
but ultimately the effect will be most 
salutary to the nation at large. 

“During the last few years there has 
been much agitation political and other- 
wise which has engendered and fo- 
mented between different classes and 
different localities bitter jealousies 
based in many instances upon half- 
knowledge and ignorance. For politt- 
cal and other reasons, or frequently as 
a result of envious strife for supremacy, 
these :~alousies have been encouraged 
until | » broad progress and normal de- 
velopm -ut of our nation has been im- 
perilled. 

“At present we must, for our own 
safety, all stand together and every one 
is beginning to realize this fact. The 
experimental theorist in political 
economy appreciates now that when 
questions arise involving national bank- 
ing and finance, and the readjustment 
of foreign credit, with all of Europe at 
war, there are no books in his library 
which will throw any real light on the 
situation. He must consult with and 
advise with the men who have conduct- 
ed these gigantic operations in the 
past. 

The South 

“The South with the market closeu 
for its greatest products turns success- 
fully to the bankers of the country to 
help solve its problems. Our manufac- 
turers, who need in their industries 
foreign materials which can no longer 
be imported, are calling upon our in- 
ventors and scientists to show them 
how these materials may be supplied by 
our own country. We must learn 
greater national independence, not only 
socially and politically, but commer- 
cially as well, and now is the time for 
us to unite in forming proper plans for 
our future growth. What hope can we 
have of opening up any new foreign 
trade if we cannot supply the goods on 
as favorable terms as any other nation, 
and if we cannot transport our goods 
safely and economically to their des- 
tination in our own vessels? Every 
State and every citizen of every State 
is vitally interested in the solution of 
the question: ‘How can this best be 
accomplished?’ Possibly we should not 
strive too eagerly for great trade ex- 
pansion, but this we can do and this 
we should do—we should use present 
conditions as a basis for greater na- 
tional unity. We should learn to for- 
get our petty jealousies, and to realize 
that we are all dependent one on the 
other. Of what value are our farms and 
factories if our railroads are to be al- 
lowed or forced to abandon upkeep and 
extension because they cannot earn a 
fair interest return upon the capital in- 
vested and cannot secure new capital 
for necessary development? Of what 
value are our crops and merchandise if 
the bankers are not encouraged by 
sound and proper consideration to fin- 
ance the moving and marketing of these 
commodities. When the outlook in our 
early national development was dark- 
est that was the time when our fore 
fathers decided to form a closer union 
and our present federation of States 





PRUDENTIAL MEN AT FRONT 





Hans Muller is With the German Army 
—Andrew Duvallon With 
Allies 





The Prudential Insurance Company 
has received information regarding two 
of its representatives who left to join 
European armies. 

“Hans Muller finally succeeded in 
reaching Berlin after many narrow 
escapes from capture, and is now at 
the front with the 70th Infantry, a 
regiment of the famous Iron Brigade, 
and a part of the 21st Army Corps. His 
wife is actively engaged in the Re 
Cross Service. 

Andrew Peu Duvallon, when last 
heard from, was at St. Denis, near 
Paris, where his work has placed him 
in line for promotion. On his return 
to America, he will experience the 
pleasure of making the acquaintance 
of his newly arrived son, Jacques. 





FREE HEALTH EXAMINATIONS 





Equitable Life Extends Facilities—One 
Year Intervals Provided 
For 





The free health examinations which 
the Equitable Life offered policyhold- 
ers, beginning July 1, 1914, at central 
points, may be made more frequently 
than every three years. 

The Society has decided to extend 
this privilege at yearly intervals, there- 
fore any policyholder who has been in- 
sured for one year or longer will be 
entitled to an annual examination. 

While heretofore any policyholder 
wanting such an examination was re- 
quired to write to the home office in 
New York, all that it is now necessary 
for him to do, is to make an appoint- 
ment for examination at the nearest 
central point, through an agent of the 
Society. 

As to the chemical kidney test, which 
is provided annually, it will no longer 
be necessary for the policyholder to 
write to the home office for instruc- 
tions how to proceed. Instead the 
agents of the Society will be furnished 
with blanks on which policyholders may 
make application for this service. 





PUSH INSURANCE AT THEM 





Don’t Wait for Favorable Time to Talk 
Business With Your 
Friends 





Many agents expect to make use of 
their acquaintances some time. In 
fact they spend hours about clubs in 
making friends, but hesitate to talk 
life insurance to them. A man should 
not stay in any business if he is 
ashamed of it. In discussing this idea 
the International Life of St. Louis, 
says: 

“Spending hours making and culti- 
vating friends in the expectation of 
some time talking life insurance to 
them instead of talking it durimg the 
process of cultivation is a false way of 
trying to do a big business. 

“Adroitly punch life insurance at 
people the first time you meet them. 
God only knows if you ever see the 
best of them again!—considering how 
desperately uncertain human life is. 

“Punching it at ‘em and all through 
‘em the first time you meet ’em—and 
nailing them to the cross, (no, the 
anchor)—right then—that is a big part 
of old-time straight canvassing. The 
other big part is keeping at doing so to 
all the people you can, every hour of 
the day.” 





needed now and there are signs, small 
indeed, but still appreciable that indi- 
cate a turning toward greater charity 
and breadth of feeling and closer unity 
among the people of our land. If this 
can be accomplished and if we can 
avoid entanglements with other nations 
our future is indeed assured.” 





UNEXCELLED IN 
Favorable Mortality 
—aND— 


Economy of Management 





Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 





GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 


HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
pom Sees issued shows the Company to 
e in splendid condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 
its claims under its policies promptly 
goaded and its policyholders treated 
arly. 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
Fao than in 1909 and the insurance in 
lorce having increased from $92,532,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts 
256 Broadway, New York, N. Y. 

















A Word to the Wise is 
Sufficient 


Grow Up With A Growing 
Company 
Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


Ww. Cc. BALDWIN, 
President 








W. D. Wyman, President 


New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


Attractive literature 








nity. 





NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 
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EQUITABLE RISKS IN EUROPE 


IN POLICIES 





THE WAR CLAUSE 





New York Company Has Small Busi- 
ness in Turkey and Not Much 
in Russia or Servia 





In order to make perfectly clear the 
distribution of its business as regards 
the insurance in force in foreign coun- 
tries which are now engaged in the 
European War, the Equitable has issu- 
ed a statement showing that the bulk of 
the Equitable’s business in Europe is 
protected by war clauses providing for 
the charge of adequate extra premiums. 

The society goes on to say in the fol- 
lowing statement in “Agency Items” 
just what its position is: 

“In previous wars the extras charged 
by insurance companies have, in gen- 
eral, compensated for any extra mor- 
tality. Only a percentage of those who 
take the field are killed in battle. Of 
those who are wounded many recover. 
Of those who die on the firing line a 
certain proportion would have died if 
they had remained at home. 

“The troops in all armies are com- 
posed chiefly of young men. The 
majority of those who insure are older 
men at the time they apply for their 
policies, and grow older from year to 
year thereafter. The classes from which 
the soldiers forming the European 
armies now in the field have been 
chiefly drawn, are not the classes whose 
members have insured extensively in 
American companies. So much in gen- 
eral: The following points relate 
specifically to the Equitable: 

“The bulk of the Equitable’s insur- 
ance in Europe is protected by war 
clauses providing for the charge of ade- 
quate extra premiums. The extra we 
are now charging is $100 per $1,000 of 
insurance. Of the amount at risk 
which the Equitable has at risk through- 
out the world, only about 5% per cent. 
is in the countries now at war. 

“The Equitable stopped writing in- 
surance in Germany and Austria nearly 
twenty years ago; and when the 
society withdrew a large proportion of 
the insurance then outstanding had 
been in force for a good many years. 
Many of these policies have already 
matured, and the remainder are, in all 
but a few cases, on the lives of men 
who are beyond the service age. 

“The Equitable has done little busi- 
ness in Servia, and has practically no in- 
surance in force, as it retired from that 
country twenty-two years ago. Little 
business has been done in Turkey. 
Very little has been written within the 
last ten years in Russia. 


Percentages of Business 


“Note carefully the following percen- 
tages: Our amount at risk in Germany 
is only three-tenths of one per cent. of 
the total. In Russia it is only one per 
cent.; in France less than two per 
cent.; in Great Britain and Ireland less 
than two per cent.; in Belgium fifteen- 
hundredths of one per cent.; in Aus- 
tria seven-hundredths of one per cent.; 
in Hungary, two-hundredths of one per 
cent.; and in Turkey six-hundredths of 
one per cent. 

“The Equitable has practically sus- 
pended the writing of new insurance in 
those European countries from which 
it has not withdrawn, and the repre- 
sentatives of the society in the United 
States have pledged their best efforts 
to make up for the deficiency which 
will result from the cessation of opera- 
tions in Europe by writing a larger 
volume of insurance at home.” 





LIMIT THE BENEFITS 





Practice in France With War Risks— 
Extra Premiums Charged 
Reservists 





The practice followed by French life 
insurance companies as regards war 
risks is explained as follows by the 
“Montreal Chronicle” which says: 

“In France, where every able-bodied 


man may have to perform active mili- 
tary duties, the native Life Offices have 
always taken a serious view of the pos- 
sible effects of the war risks—le risque 
de guerre. In case of war an extra pre- 
mium of 10 per cent. of the sum assured 
has to be paid by soldiers and re- 
servists of regiments of the line: 7% 
per cent. by territorials and their re- 
serves and 5 per cent. by the auxiliary 
branches of the army. If an extra is 
not received a life policy is not for- 
feited, but the usual conditions applic- 
able to the company are materially 
changed. Thus, a policy stipulates that 
if the assured should die during the 
war or within eight months after the 
cessation of hostilities the company 
will only pay to the legal representa- 
tives of the deceased a sum equivalent 
to the actuarial reserve of the policy— 
in other words, a liberal surrender 
value. If, however, the assured should 
be alive after the expiration of the 
eight months above mentioned, the 
full amount of the assurance would 
again be in force, without requiring the 
policyholder to pass a medical examina- 
tion, provided that unpaid premiums 
are paid. 

“According to L’Argus, the Ministre 
du Travail et de la Prevoyance has 
been corresponding with the French 
companies. With the exception of the 
limit of eight months, the Ministre, in 
his letter to the companies, appeared 
to be satisfied with the conditions 
above mentioned. In reply to the let- 
ter, the companies intimated that they 
had decided to reduce the eight to three 
months. The companies also said that 
if the claims arising from the war 
should amount to less than the extra 
premiums received, they will divide the 
difference among the assured. 

“The French companies have another 
system under which the military forces 
above mentioned can effect an assur- 
ance by paying at the rate of 5, 3 and 
2 per cent. respectively. A fund is 
thus formed from which all claims are 
paid. If the fund should prove to be 
insufficient, then proportionate amounts 
would be paid. Each of the companies 
which has introduced this class of as- 
surance has for some time past con- 
tributed considerable sums to form a 
permanent fund.” 





TOLL OF WAR 





Mix Says Losses on Battlefield Show 
Need of Making Provision for 
One’s Family 





“Life insurance seems to be in the 
very air these days! Somehow or 
other, it seems to be right ‘On the Sur- 
face,’ as it were much more so than 
usual, and I’ve figured it out that the 
reason for this is that you and I and 
everybody else are being tremendously 
impressed—sub-consciously perhaps— 
by the awful circumstance that a little 
way to the east of us, the sun sets 
every day upon the still bodies of 
thousands of human beings who rose 
up in the morning strong and hearty 
and full of hope. 

“To read of such awful happenings 
from day to day is bound to make a 
man think, and think seriously. Whether 
he wants to or not, it makes him realize 
what an uncertain thing is human life, 
and if he’s a half-way decent man, he’s 
pretty apt to do some _ soliloquizing 
along these lines: 

“*What an awful pity that those good 
men had to go down to death! And 
their wives and children and sweet- 
hearts—their dependent fathers and 
mothers—what a cruel blow to them! 
Who’s going to look after them? And, 
come to think of it, I, too, am mortal 
—I don’t expect to die because of a 
bullet wound or bayonet thrust, but 
somehow—sometime—I know that the 
messenger will get me! What then? 
How about my wife and children? How 
about my dependent parents? Who is 
going to look after them? Will I leave 
enough to keep them decently? What 
will be the income from my estate?’ 














Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big 


parable benefits of the ‘‘oldest company in America’”’ 


mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 





dividends and incom- 








You Wish To Be Paid Well 





for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 








The 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 
Has good for 


general agencies in desirable 


openings 
locations for experienced and 
successful men 
Liberal contracts offered 
Apply to Home Office 
Des Moines, Iowa 








No Grumbling Here! 


Thus far our new business for 1914 exceeds that of the same period in 191 3, 
Our representatives are prosperous, not grumbling 
They have modern policies, low net cost, 
effective literature, a first-class agency magazine, and happy relations with the 


both delivered and written. 


— are working, not talking war. 


Home Office. 


Occasionally we have a general agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance 


Springfield, Mass. 


Incorporated 185] 


Company 











THE 


ae? 





Is 


IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, 


) THE FRANKLIN LIFE 
INSURANCE COMPANY 


Steady 
GOOD TERRITORY FOR RELIABLE MEN 


PROGRESS 


Sure Solid 


Ill. 
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CHEATING THE MEDICAL MAN 


REJECTED APPLICANTS LIVE 





Medical Examinations Have Value— 
Physician Must Decide Whether 
Risk is Standard 





It is well known that many a re- 
jected applicant for life insurance has 
continued to live for many years, even 
to old age, while accepted risks some- 
times die within a few months or a 
few years after the issue of the policy. 
It does not follow that applications are 
often declined on insufficient grounds; 
yet nothing is more common than to 
cite examples as those mentioned, as 
indicating the incompetency of the 
medical authorities of the company. A 
contemporary of high standing, in a 
recent article on the “Medical Exam- 
iner in Life Insurance,” blunders into 
just this false position. We quote 
from the article as follows: 

“Those who have followed carefully 
the history of applicants, both those 
accepted and those rejected—as most 
agents have done—know very well that 
a good many cases are in evidence 
where applicants who have been reject- 
ed as having a brief tenure of life 
have lived to a good old age, while 
many of the first-class risks, as ‘sized 
up’ by the examiner, have become 
claims in from a half-dozen to a dozen 
years, from the development of some 
inherent, lurking disease not discovered. 
This is a fact which extended acquaint- 
ance with life insurance history wili 
compel every one familiar with that 
history to admit.” 

Misunderstand Conditions 

The proposition as thus stated is 
founded upon a total misapprehension 
of the purpose of the medical exam- 
ination. No risk was ever rejected on 
the round of “having a brief tenure 
of life.” No medical examiner or med- 
ical director would undertake to de- 
clare that a rejected risk has but a 
short time to live, nor that an accepted 
risk is certain to live for many years, 
or even for a year. 

The only thing the medical director 
can do is to decide, on the strength 
of the examination, whether the risk 
measures up to the accepted standard. 
There may of course be inherent lurk- 
ing disease that no medical examina- 
tion can detect, and because of this, 
or of some malady acquired since the 
examination, an accepted applicant may 
die at an early date, but the fact proves 
nothing. 

Again, the rejected applicant is de- 
clined simply because he is not a sound 
risk—does not come up to the standard 
of physical excellence required by the 
company. Nevertheless, though a sub- 
standard risk, he may live for many 
years. Very often the examination, by 
revealing to the applicant a tendency 
to some vital malady, gives him timely 
warning and enables him to take meas- 
ures, under, proper medical advice, to 
ward off the threatened danger. 

Changes Mode of Life 

he changes his mode of living, avoids 
exposure and undue risk, and by 
proper regimen and care may prolong 
his life even to old age. At the same 
time, the rejected applicant’s chances 
of long life are not nearly so good as 
those of the accepted risk. The proof 
of this is to be found, not in the his- 
tory of a few isolated cases, but in a 
stuly of the after-life of a thousand 
rejected lives compared with a thou- 
sand accepted risks. 

The much higher mortality among the 
former is proof of the value and neces- 
sity of medical examination and of 
the competency of the medical director. 
We quote another remarkable state- 
ment from the article referred to. 

“Qualifying circumstances in the his- 
tory of a case, which the application 
of an arbitrary medical standard would 
rule out may easily be such that an 
executive board composed of men of 
every day common sense and keen o 





servation may be led to decide favor- 
ably and in doing so to decide wisely.” 

That statement is sheer nonsense. 
The medical directors of a well estab- 
lished and successful company are 
themselves “men of every day common 
sense and keen observation.” They are 
not only all that, but in addition they 
have the expert knowledge derived 
from long experience and from the ex- 
tended study of disease that enables 
them to pass upon the merits of a 
case far better than any number of 
persons not proficient in medical 
science. 

Study Qualifying Circumstances 

The medical directors invariably look 
carefully “into all of the qualifying 
circumstances in the history of a case” 
to which they give due credit, their 
experience and scientific attainments 
enabling them to weigh properly such 
qualifying data. 

Finally, the article claims that the 
companies frequently reject risks on 
the ground of “professional courtesy.” 
The statement is made that “it is a 
notorious fact that in most cases, the 
rejection of an applicant by the ex- 
aminer of a particular company bars 
him out from all companies.” * * * “If the 
medical director at the head office is 
notified, as he is sure to be, that John 
Brown has been rejected by another 
company, poor Brown is instantly ruled 
out without investigation out of ‘pro. 
fessional courtesy.’ ” This statement 
is without foundation. 

It is true, that the more prominent 
companies have facilities for exchang- 
ing information as to the rejection of 
applicants, the purpose being to put 
medical directors on their guard 
against fraud and mistakes. 


When Rejection Occurs 

When it is known that John Brown 
has been rejected by a reputable com- 
pany, information is obtained as to the 
reasons for such rejection. It may be 
that the examination of Brown in the 
ease of his first application was made 
by a different local examiner, who may 
have discovered something that the 
examiner of the other company failed 
to detect. 

Or it may be that Brown in the first 
case was declined because of certain 
admissions on his part respecting 
habits, disease, or family history 
which were concealed in his second ex- 
amunition. It is notorious that many 
a man who has been rejected by one 
company, has made very different state- 
ments in a subsequent application to 
another company. 

Many of the younger companies of 
the country, having no facilities for 
such exchange of information, have 
been victimized frequently by appli- 
cants who have denied previous rejec- 
tion and concealed the facts upon 
which such rejections were based. 





COLUMBUS MUTUAL MOVES 


The Columbus Mutual Life has 
moved to 580 East Broad _ street, 
Columbus, Ohio. The offices of the 


president, secretary and cashier are on 
the first floor. The second floor is occu- 
pied by the health and accident de- 
partment. 





ATLANTIC LIFE EXPANDS 
The Atlantic Life of Richmond, Va. 
has decided to enter both Ohio and 
West Virginia and will at once com- 
— active efforts for an organiza- 
on. 





A $1,000,000 FOR 1914 
The Philadelphia Denartment of the 
Fidelity Mutual Life has promised to 
supply $1.000.000 in naid business for 
the year 1914. This promise was made 
President Talbot at a luncheon of that 
department on November 4. 





TO MEET NEXT MONTH 
The Association of Life Insurance 
Counsel, of which William Brosmith of 
the Travelers is president, will hold its 
nnual meeting next month. 

















CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE COMP, 
OF BOSTON MASSACHUSETTS 
220 BROADWAY 

PHONE 6030-6031 CORTLAND 


ON COMPTON 


CALL ON COMPTON 








NOLdUWOD NO TIvd 





CALL 





There is Always Room at the Top 








Come with us 
and it won’t be 
so hard to get 
on. 





> 


Live ones win 
among 


IZZERS 


Write to 


J. L. BABLER 


Gen’l Manager Agencies 


International Life 


ST. LOUIS 


ee 


The Guarantee Life Insurance Co. | 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 

Assets over One Million. 

Business received first eight monthe, 1913, over Eight Million 
(average One Million a month). | 





























We want a capable general agent for vacant office. 
Impo rtant open territory. 
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Life Insurance and Texas 


Texas has more than four million people, made up of 
— owe population and the oo selections from other 
states. ey are a progressive e and th i 
life insurance—about seventy nition dollars = omen —— 

More than a hundred thousand suitable subjects in the 
State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 
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MONTHLY INCOME POLICIES 


PRUDENTIAL ENLARGES SCOPE 








Meets Demand of Public for Policy 
With Income Payments Extend- 
ing Over Short Periods 





The Prudential has issued the fol- 
lowing statement regarding changes 
adopted in monthly income policies: 

“We believe there is a demand on 
the part of the insuring public for a 
Monthly Income policy with the in- 
come payments extending over a period 
less than twenty years. The Company 
is now ready therefore to issue such 
policies on the Whole Life, Limited- 
Payment Life and Endowment plans, 
all the payments of monthly income 
to be completed in five years, ten 
years or fifteen years, as required. 

“When the monthly income period is 
to be five years, the minimum monthly 
payment for which a policy will be 
issued is $20.00, the commuted value of 
such a policy being $1,114. When the 
monthly income period is to be ten 
years or fifteen years, the minimum 
monthly payment for which a policy 
will be issued is $10.00, the commuted 
value of a ten-year monthly income of 
$10.00 a month being $1,027, and of a 
fifteen-year monthly income of $10.00 
a month, $1,422. 

“The factors to be applied to Regular 
Ordinary Rates and Surrender Values 
per $1,000 are as follows: 

For a Monthly Income of $10.00 


for a period of five years .. .557 
For a Monthly Income of $10.00 
for a period of ten years..... 1,927 


For a monthly income of $10.00 

for a period of fifteen years. ...1.422 

“To obtain rates and surrender 
values for policies with five-year, ten- 
year and fifteen-year monthly income 
periods, multiply the rates and sur- 
render values shown in the rate book 
for a regular policy of $1,000 of the 
same general kind by the factor .557 
for each $10 of monthly income under 
a Five-Year Monthly Income policy, by 
1.027 for each $10 of monthly income 
under a Ten-Year Monthly Income 
policy, and by 1.422 for each $10 of 
monthly income under a Fifteen-Year 
Monthly Income policy, except that the 
terms of extended insurance, of course, 
will remain the same as for the regular 
policy for $1,000. 

“For example: To obtain the annual 
premium rate for a Five-Year Monthly 
Income policy for fifty dollars a month 
on the 20-Payment Life plan at age 35, 
multiply the annual rate for a regular 
policy for $1,000 on the 20-Payment 
Life plan at age 35 ($29.76) by the 
factor .557, and the result, taken to 
the nearest cent, $16.58, will be the 
annual rate required to provide ten 
dollars a month, and five times this 
amount, or $82.90, would be the annugl 
rate for fifty dollars a month. Again, 
to obtain the cash value at the end 
of twenty years under a Fifteen-Year 
Monthly Income policy for ten dollars 
a month on the Whole Life plan at age 
40, multiply the cash value shown in 
the rate book for a regular Whole Life 
policy for $1,000 at age 40 ($368) by 
the factor 1.422, and the result, taken 
to the nearest dollar, will give the cash 
value desired, $523. 

“These policies will include all the 
liberal provisions and privileges of the 
20-Year Monthly Income policy at 


present issued by the Company, and 
the rules in regard to limitations of 
age for men and women, selection of 
risks and hazardous occupations, now 
governing the writing of 20-Year 
Monthly Income policies will also apply 
to these policies. The maximum 
amount of insurance, represented by 
the commuted value, should not apply 
to these policies. The maximum 
amount of insurance, represented by 
the commuted value, should not exceed 
the maximum limits for regular Ordi- 
nary policies for men and women as 
stated in the rate book. 

“The Company will also issue Con- 
tinuous Monthly Income policies pro- 
viding for a monthly income for at least 
ten years (or, fifteen years, as de- 
sired) and so long thereafter as the 
beneficiary shall live. 

“For your convenience, a table of 
rates for the policies first referred to 
above has been prepared and is sent 
herewith and a similar table for Con- 
tinuous Monthly Income policies for 
on shorter periods will be sent to you 
ater.” 





FT. DEARBORN LIFE ORGANIZING 

The stock selling campaign of the 
Ft. Dearborn Life and the Ft. Dearborn 
Casualty both of Chicago is being con- 
tinued but the writing of business by 
either company will not occur at once. 


To start any undertaking, 

—" courage is necessary for 

success. This idea is brought 

nteate out well in “The News Let- 

ter,” published by the Syra- 

cuse General Agency of the Mutual 
Benefit. It says: 

“The man who is afraid is half whip- 
ped before he begins. Faint heart 
never won fair lady. Cowardly men 
never succeed. Cowardice precludes 
enthusiasm and is fatal to efficiency. 

“It is the courageous man who wins 
the battles of life. The courageous 
man believes he can do it and that is 
half way to doing it. 

“Every man can be courageous if he 
will. The will has power over the feel- 
ings. It can compel courage and, if 
panic seizes for a moment upon its 
possessor, the will can overcome the 
panic, and bring out the latent cour- 
age that is in every man and only 
needs developing. 

“Solicitors! what you need now is 
the will power which stands back of 
courage, compels perseverance and 
culminates in enthusiasm. Any agent 
who has these will show a record on 
the 3lst of December of which neither 
he nor we will need be ashemed.” 





The annual meeting of thé Texas 
Life Convention was held at Dallas in 
the Adolphus Hotel, beginning Tues- 





policy contracts. 


insurer, it will interest 


of insurers. 
address on request. 





“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 


While intended for the prospective 


man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
A copy will be sent to any 


The Equitable 
Life Assurance Society 


of the United States 
165 Broadway, New York 
W. A. DAY, President 


any insurance sales- 








THE 
First Mutual 
Chartered in America 


New England 
Mutual Life 
Insurance Co. 


BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 


Assets, Jan. 1, 1914.$66,168,702.53 
Liabilities - 61,182,456.00 


Surplus ...... ...$ 4,986,246.53 


ALeRED D. FOSTER, President 


D. APPEL, Vice-President 
Ie A. BAR y, s Secre 

ILLIAM F. DAVIS, Secre 
FRANK T. PARTRIDGE, Asst. Secre 
MORRIS P. CAPER, Asst. Secretary 


EDWARD W. ‘ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 








E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 
Participating and Non-Participating 








Special Inducements for 
General sansitined Contracts 


Home Office: ST. LOUIS, MO. 











GOOD TERRITORY | 
| OPEN TO RIGHT MEN | 


—those who know how and can pro- 
duce applications and settle policies 
—always ready to negotiate with 
men of experience, energy and 
enthusiasm. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 











the sun shines every day ; 


individuality at its full value. 





Solicitors are like gizzards, no good without grit. 


where the roses bloom perpetually ; 


mean the realization of all your dreams. 
The president of this Company is W. T. CRawrorp ; 
Lioyp, M. D.; Superintendent of Agencies, W. M. Linpsey, all of Shreveport, La. 


Grit is the key with which you can do the winding. 


How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you ? 
spring of success, but a mainspring has no force unless you wind it up. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
Vice-President and General Manager, THomas P. 


Ambition is the main- 
lf you 


You can secure a 


If you have the grit to make a change and a reasonable 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











Confidence is one of the 


Keep rarest of virtues. It is more 
Your subtle than boldness. It is 
Nerve really self-assurance of the 
highest order. Little can be 
accomplished without it. In “Club 
Topics,” published by Pittsburgh Life 


& Trust Company’s home office agency, 
J. M. Kistler, says: 

“There is no kind of work that re- 
quires more confidence in one’s Own 
ability than insurance canvassing. No 
solicitor can expect to achieve success 
unless he has faith in himself. Some 
men engage in insurance with a half- 
hearted elfort backed by a conscious- 
ness that he can’t succeed. Such men 
deserve failure. They would be failures 
in any other calling. 

“It is the man with courage (the 
energetic worker) who knows no such 
word as failure, and who not only tries 
to do, but believes he will succeed, who 
makes the best solicitor. Enthusiastic 
confidence in one’s self and hard work 
are the essential qualities in the mak- 
ing of a successful life insurance agent. 
There are a few men who can master 
at the same time a half dozen lines of 
business. 

“The jack-of-all-trades is rarely a 
success. Still there are many insur- 
ance agents who are striving to make 
good by handling many kinds of insur- 
ance. They have, as a rule, only a 
slight knowledge of each, and cannot 
explain any kind with sufficient intelli- 
gence to favorably impress the prospec- 
tive buyer. Talk is cheap, but the man 
who works is the one who secures re- 
sults.” 

o o 7 


There are arguments galore 


When _ as to the merits of limited 
A Man payment life insurance. Here 
Dies is one of the best used by 


the Equitable: 

“When a man dies he leaves three 
things behind him: His business, his 
family, his memory. These three things 
are about al] most men have to leave. 
The man who dies without adequate life 
insurance leaves one or all of them in 
a bad fix. And these three things are 
what most men struggle and labor. their 
whole lives through to leave in a good 
fix. The man who lays by for the 
future a certain proportion of his in- 
come, reduces |! spending money by 
that amount. But if he uses the money 


saved as a remium on a Limited 
Payment Policy, he will not only insure 
his savings against the risk of prema- 


ture death, but will be able to look for- 
ward to the time when, after the policy 
has become paid up, the income which 
he has to spend will be augmented by 
the amount he has been laying by each 
year to pay for the insurance.” 

3 . . 


Property insurance is 

The Vaiue older than life insurance 
ofaMan’s First men began to in- 
Life sure their property at 

sea against the danger 

of shipwreck; next they began to in- 


sure their property ashore against as 
and finally, 
after waiting a long time, they began 
to see that their own lives were a kind 
of property which could be insured 


great a danger, viz., fire; 


against loss, just like ships’ cargo and 
houses, says The Prudential. 

Men thought of themselves last of all. 
And so it is right down to the present 
moment. Not that the average man 


thinks himself of no value. The uni- 
versal testimony of his neighbors is 
that he is prone to overvalue himself. 


But it never occurs to him as a prac- 
tical proposition to safeguard this per- 
ishable value by life insurance, and so 
the important step is deferred until 
some daring agent comes along who 
conquers his obstinacy and impels him 
to do his moral duty. Men’s lives are 
valuable property. The lives of bread- 
winners are especially so. A large ma- 
jority of American families have no 
other kind of property. The _ bread- 
winners earning-power is their only re- 
source. Think of it, American men 
and women If the bread-winner were 
a horse, his owners would not forget 
to insure him. But being a man, and 
consequently his own owner by law, our 
bread-winner seldom reflects that he is, 
in a moral sense, his family’s prop- 
erty, that his life is subject to destruc- 
tion like any other property, and that 
he is morally bound to offset the 
chance of that destruction in the inter- 
ests of his family so far as that can 
be done by life insurance. No man 
is honest to his family who does not 
insure his life for such a sum as will, 
when he is gone, make up to them 
a substantial proportion of his earning- 
power. 
. . * 


There is style even in 


Style insurance according to 

in the “International Life- 

Insurance man.” The Company’s 
paper says: 


“Every man, you might say, has the 
weak (or good) style spot in him. 
Every man, rich or poor, is about ready 
t» break his neck to “keep in style.” 
It comes from vanity. Vanity—if you 
ever thought of it—keeps the world 
looking spick and span, makes the typi- 
cal American a smart looking chap. 
When you show a prospect that carry- 
ing life insurance is banker style, high- 
class-business-man style, college pro- 
fessor style, doctor style, lawyer style, 
editor style, millionaire style, employe 
style, you are doing a big thing to help 
sell him life insurance.” - 

* * * 


There are many rolling 

About stones in the life insurance 

Rolling business, viz., agents who 

Stones are always changing about 

because the higher commis- 
sion of some new company tempts them, 
or just because they have that feeling of 
restlessness in the blood. The Pacific 
Mutual “News” says in this connection: 

“According to the old adage, they 
‘gather no moss,’ and doutbless this rep- 
resents the exact truth concerning not 
stones alone, but those restless, ever 
changing, human atoms as well. How 
often has a man undertaken work under 
most favorable conditions, made reason- 
able progress for a time and then cast 
it all aside to enter some other line of 
work or perhaps re-engage in the same 
line at a different place—and repeat 
the experience. Always beginning— 
never completing. Ever breaking ground 
and sowing the seed but never partici- 
pating in the harvest. 

“What is needed in insurance and in 
every other line of business is more of 
that sturdy ‘fight it out along this line 
if it takes all summer’ spirit—the reso- 
lution and determination that carried 


onward, ever onward the doughty 
pioneers in this country of ours. They 
conquered an inhospitable land and 


made it yield the necessities of life; 
they stopped not the axe when the tree 
was half felled and ceased not their 
labor when the ground was but partly 
cleared. More of that pioneer virility 
and strength of purpose would carry us 
under, over or through obstacles that 
now may appear insurmountable and 


cause us to turn back or try for an 
easier path.” 


AMICABLE 


Life Insurance Company 
WACO, TEXAS 





$1,000,000 Deposited With the State 
Treasurer of Texas 


Growth During the First 
Fifty-one Months 


Commenced Business April 2, 1910 








DATE | Agama 
April 2, 1910 | $474,657.50 


Dec. 31,1910 
Dec. 31, 1911 
Dec. 31, 1912 
Dec. 31, 1913 
June 30, 1914 


823,258.38 
1,369,388.76 
1,769,449.71 
1,967,710.01 
2,087,072.63 








Capital Stock June 30, 1914 
$820,000.00 











Net Surplus June 30, 1914 
$673,718.82 


Net Surplus Increase First Six 
Months in 1914, $21,919.68 





ARTEMAS R. ROBERTS, President 





| Amicable Life Building 








THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 


“A Company better otherwise than simply age and money size.” 
Began business October, 1907, and on January Ist, 1914 had 


Admitted Assets 
$808,528.64 


Insurance in Force 
$10,644,428 


Surplus to Policyholders 
$301,317.25 


Ample financial backing, free annual physical examination of policyholders, 
liberal policies and agency contracts. 
Open territory in Ohio, West Virginia and Michigan 
LIFE HEALTH AND ACCIDENT INSURANCE 














Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


For particulars, address C. H. JACKSON, Supt. of Agencies 














Warm Personal Interest 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 





Write to 


The Fidelity Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President PHILADELPHIA, PA. 
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LIFE INSURANCE IN JAPAN 


ONE AMERICAN COMPANY THERE 








More Than Thirty Japanese Companies 
—New Laws Became Effective 
This Year 





The following report on life insur- 
ance in Japan has been made by E. F. 
Crowe, commercial attache to the Brit- 
ish embassy at Tokio. 

New laws affecting foreign insurance 
companies became effective this year. 

As far as life insurance is concerned, 
these ordinances required almost the 
complete revolutionizing of the methods 
of conducting business by such compa- 
nies as elected to comply with the 
same. 

Securities Required 

The ordinances made _ retroactive 
that provision which called for the de- 
positing of Japanese approved securi- 
ties to the amount of 60 per cent. of 
the total reserve liability, the balance, 
or 40 per cent. of the reserves, being 
allowed to cover loans made by policy- 
holders against the reserve value of 
their policies. The combined deposits 
and loans, however, are in no case to 
exceed 100 per cent. of the legal re- 
serves. The deposits required by the 
foreign companies are limited to 
Japanese Imperial Government, muni- 
cipal, and provincial bonds, South 
Manchurian Railway bonds and the de- 
bentures of two or three semi-govern- 
mental banks. Credit for full face 
value is allowed on Imperial issues, 90 
per cent. on face values of municipal 
and provisional issues and 80 per cent. 
of market value on the remaining se- 
curities above mentioned. 

All policy contracts in future are to 
be printed in the Japanese language, 
unless otherwise requested, this latter 
concession being granted to meet the 
requirements of foreigners residing in 
Japan. The Japanese version is the 
legal text of the policy, and all policy 
contracts are subject to the law of 
Japan. 

The general provisions and policy 
privileges embodied in the contracts for 
assurance, issued by the companies 
heretofore, remain substantially the 
same; only certain modifications and 
changes effected to suit the local con- 
ditions and requirements. 


Foreign Companies 
There are four foreign companies do- 
ing business in Japan who have com- 
plied with the provisions of this new 
ordinance, viz., three British (two Can- 


adian and one Hong-Kong) and one 
American company. 
The latest available figures, fur- 


nished by the Japanese Insurance De- 
partment, show that at the end of 1911 
the total amount of business credited 
to the foreign companies was £6,045,- 
848, calling for an annual premium in- 
come of £346,596, and a reserve lia- 
bility of £1,227,300. The above figures, 
however, have been very materially 
augmented during the past three years. 

Since the active introduction of life 
assurance by the foreign companies, 
some 24 years ago, great progress has 
been made, although the percentage of 
lives assured is still very small in com- 
parison with the assurable population. 
The total Japanese companies, of 
which there are now some 30 odd, are 
prosecuting the business very ener- 
getically and successfully, and are 
adopting every modern means of edu- 
cating the masses of the people to the 
value of life assurance. : 

From information gathered from the 
representatives of the foreign compa- 
nies in Japan, prospects for the future 
seem very encouraging, although great 
care has to be exercised in the selec- 
tion and acceptance of lives. 





EQUITABLE AGENCY SUPERVISOR 

No successor has yet been appointed 
‘to’: Agency Supervisor Wilkinson, of 
the’ Equitable, who died recently. An 
appointment will be made inside of the 
next fortnight. 


GET .YOUR MONEY AT AGE 96 





Companies Figure So That Policyholder 
Who Lives That Long Collects 
Principal. Himself 





The reserve on a policy equals the 
face amount of the insurance at age 
96, according to the practice followed 
by most companies using the American 
Experience Table and 4 per cent. in- 
terest. Under the Actuaries’ Table 
which is also used by some companies, 
the reserve does not equal the face of 
the policy until age 100. 

That is why it would pay policyhold- 
ers to live to at least 96 years so that 
they might enjoy the payment of the 
principal sum before death. This is 
how the Mutual Life explains its own 
practice in the matter: 

“The oldest policyholder of a promi- 
nent New England company died re- 
cently at age 98. The dividends on his 
policy had been applied yearly to the 
reduction of the premium, and it is 
stated that his premium in his last 
year, at age 98, after applying the divi- 
dend, was only $11.06. 

“The question has been asked why 
any premium at all was collected after 
he had passed the age of 96—or rather, 
why the dividend should not have been 
much larger than the premium. It 
will be remembered that in the case 
of the Newman policy, the Mutual Life, 
after the insured had attained the age 
of 96, allowed a dividend of all the in- 
terest earned upon the reserve, (which 
was at that age equal to the total in- 
surance in force), plus the return of 
the gross premium paid in that year, 
making a dividend several times as 
large as the premium. 

“In the case of the New England 
policy, the reserves and dividends were 
computed upon the basis of the Actu- 
aries’ Table, under which the reserve 
does not equal the face of the policy 
until age 100. Formerly the Mutual 
Life followed the same plan, but many 
years ago it began computing its divi- 
dends and reserves in the case of these 
old policies on the basis of the Ameri- 
can Experience Table and 4 per cent. 
interest. Hence it carried a reserve on 
the Newman policy which became equal 
to the face amount of the insurance at 
age 96. With a reserve equal to the 
total insurance in force, there was no 
need of further premiums or a larger 
reserve, and therefore the premium 
paid in accordance with the terms of 
the policy and all the interest earned 
on the reserve were returned as a divi- 
dend. 





FIDELITY LIFE ORGANIZING 





New Sioux City, la., Company Will Have 
$200,000 Capital—Old Line — 
Basis 





The Fidelity Life is the name of a 
new life insurance company which is 
being organized at Sioux City., Ia., with 
offices in the Farmers Loan and Trust 
Building. Ralph H. Rice, who has had 
considerable insurance experience as 
an officer of insurance companies in 
St. Louis and Des Moines, will be presi- 
dent and the other officers are: H. D. 
Brown, vice-president; S. D. Crary, of 
Ute, Ia., secretary; G. F. Hughes, 
Morning Side, treasurer; Dr. G. S. 
Waterhouse, of Mapleton, Ia., medical 
director. 

Articles of incorporation have already 
been filed. 

The Company will have a $200,000 
capital and will be on the legal reserve 
basis. It expects to be ready for busi- 
ness within the next ninety days. 





WAR RISKS TALK 





Col. Keenan Addressed Pittsburgh Life 
Men—Fifty-nine New 
Members 





Col. T. J. Keenan addressed the Pitts- 
burgh Life Underwriters Association at 
the monthly meeting held in the Eng- 
lish room of the Fort Pitt Hotel last 
Thursday evening. 





THE 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 
By the People 
For the People 


The Daily Average of the Company’s 
Business during 1913 was: 








The Company 








549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$164,025.94 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








OLDEST - LARG 
Southern Life 


Assets 
Liabilities.......... ; 


GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


Insurance 
Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1913; 


ee  oalecbebanaie 
EE annie bicink uh backs endtie Nomen) 66 ewbveseberesansecs’ 
Payments to Policyholders since Organization,... 
Is Paying its Policyholders nearly........... 


EST - STRONGEST 
Company 


3.87 

ube eucanve 97.41 
-632,276.46 
94,668.092.00 
14,138,137.61 

$1,250,000.00 annually 


FOR LIVE AGENTS 








“The Company of the South” 





his section. The Empire 
equipment of policies that 


are liberal and easily sold. 


contracts to right parties. 


Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 


needs of the insuring public, and too, these policy forms 


Some excellent territory open for high-class personal producers. 
Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 


Life provides agents with an 
enables them to meet all the 


Attractiv 












1910 ee 





HENRY A. HO 


“BUILT FOR ALL TIME” 


& San Antonio Life Insurance Co. 


SAN ANTONIO, TEXAS 
GROWTH IN ASSETS 


- $426,085.00 a CeCe $2,629,020,00 
485,915.57 1911 4,083,650.00 
543,004.04 a aaa 4,715,584.00 


Men of character and ability can secure agency contracts by writing 


INSURANCE IN FORCE 


607,788.11 1913........ 


6,184,044.00 


DGE, President 








all its records are in excellent 


and claims have been promptly 





Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 


By the State of Texas, July 2, 1912 
“The affairs of the Company are most ably managed, 
“The treatment of policy-holders has been fair and equitable 


that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 


and 
shape. 


paid. Evidences are not lacking 








His subject was “War Risks.” An 
illustrated lecture on “California and 
the West,” was delivered by Frederick 
V. Fisher of San Francisco. It in- 
cluded many pictures of the Panama- 


Pacific Exposition and was much ap- 
preciated. 

A feature of the evening was the 
election of 59 new members to the 
Pittsburgh Association. 








10 


THE EASTERN UNDERWRITER 





November 13, 1914 








THE EASTERN 
UNDERWRITER 


This newspaper is owned and is published 
every Thursday by The Eastern Underwriter 
Company, a New York corporation, office and 
place of business 105 William Street, New 
York City. B. F. Hadley, President; Clarence 
Axman, Vice-President and Treasurer; G. A. 
The address of the officers 
Telephone 


Watson, Secretary. 
is the office of this newspaper. 
2497 John. 

Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter January #4, 
1907, at the Post Office at New York, N. Y.: 
under the act of Congress of March 3, 1879. 








ENCOURAGE OPTIMISM. 


The idea of boosting the insurance 
business and supplying agents who have 
lost their enthusiasm with renewed life, 
has been brought forward by the Life 
Underwriters Association of New York. 
The plan is a good one, for the continu- 


ance of war talk on this side of the 
water has affected all classes of 
business. In many of them conditions 


would not be unfavorable if the people 
who have their capital invested in them, 
would take a more optimistic view of 
the situation. 

Life insurance can be written, for 
many of the agents throughout the 
country, who have not listened to dis- 
couraging tales, have put more business 
on their books this year than in any 
previous period. In fact there are cer- 
tain agents—all companies have them 
—who have been too busy to talk war 
or other forms of discouragement but 
by putting on a little extra steam and 
wearing out a little more shoe leather, 
have filled their allotments and then 
some. 

In times of stress, it seems as if only 
the stronger ones have the heart to 
override obstacles. Therefore if a 
meeting of the life men can be arranged 
at which speakers may be secured 
brimful of optimism, it is a foregone 
conclusion that the spirits of the down- 
hearted will be refreshed. At any rate 
the scheme is worth trying. The life 
underwriters are doing practical work 
in this respect. 





MUST BE PAID BY THE ASSURED. 

On December first the emergency 
revenue law enacted by Congress a 
short time ago becomes effective, and 
agents of fire and marine insurance 
writing companies should very careful- 
ly follow the instructions of head office 
managements in connection therewith, 
else they may become involved in se- 
rious difficulties. 

The tax amounts to one-half cent 
upon each dollar of premium and it 
is figured the levy will yield the Gov- 
ernment a very handsome figure. Ex- 
cessive competition, growing exactions 
of insurance departments and the im- 
position of additional taxes by states, 
counties and municipalities have com- 
bined to reduce the trade profits of 
the fire companies to a fractional per- 
cent a year, making payments of this 
new tax by them out of the question. 
A special Government tax was not 


reckoned with when the factors enter- 
ing into the making of present rates 
were considered, and these latter are 
barely sufficient to cover present losses 
and expenses. 

Apportioned among the tens of thous- 
ands of policyholders of the country 
the emergency tax will be trifling, and 
no difficulty should be experienced by 
agents in collecting it from them if the 
reasons impelling such action are clear- 
ly presented. 

Lite insurance policyholders are af- 
fected by the new law only in so far 
as a tax of two cents per hundred must 
be paid on all promissory notes given 
in payment of premiums. ‘lhis pay- 
ment must be made by affixing the 
proper amount of stamps to the note 
“by the one who makes, issues or 
signs it.” 





INSURANCE MEN WILL SPEAK 





Interesting Lectures Scheduled for In- 
surance Institute of Hartford— 
Topics and Lectures 





The committee of the fire insurance 
branch of the Insurance Institute of 
Hartford announces a course of eve- 
ning lectures that will attract wide in- 
terest. The topics and lectures follow: 

Pian Drafting—Two lectures. H. L. 
Philips, manager, and H., P. Smith, 
superintendent of Inspection Depart- 
ment, Factory Insurance Association. 

Electrical Hazards—Five lectures. 
Thomas H. Day, electrical inspector, 
New England Insurance Exchange; 
president, National Association of Hiec- 
trical Inspectors. 

Woodworking Hazards—One lecture. 
H. E. Burdette, secretary, special risk 
department, London and Lancashire 
Insurance Company. 

Woolen Mills—One lecture. F, Minot 
Blake, superintendent, special risk de- 
partment, Phoenix Insurance Company. 

Public Water Works and Fire De- 
partments—Two lectures. George W. 
sooth, chief engineer, National Board 
of Fire Underwriters. 

Private Pump and Hydrant Systems— 
One lecture. H. L. Phillips, manager, 
Factory Insurance Association. 

History and Philosophy of Fire In- 
surance Rating—Four lectures. E. R. 
Hardy, assistant manager, New York 
Fire Insurance Exchange; lecturer on 
fire insurance, New York University; 
chairman, educational committee, In- 
surance Institute of America. 





ELECT W. C. ROACH PRESIDENT 

The Underwriters Association of New 
York State held its annual election at 
Syracuse on Tuesday, the following 
officers being elected: 

President, William C. Roach of the 
Aetna. 

First vice-president, J. H. Vreeland 
of the Liverpool & London & Globe. 

Second vice-president, E. H. Horn- 
bostet of the Germania. 

Chairman of executive committee, 
Charles R. Folsom of the Springfield 
Fire and Marine. 

Members of executive committee: J. 
B. Dacey of the Boston Insurance Co., 
P. B. Jarvis of the Security of Con- 
necticut; G. S. Tomkins of the Com- 
mercial Union, and C. A. Rich of the 
National. 





AGAIN INDEPENDENT 
George E. Wood, who joined forces 
with the John L. Dudley Company, of 
New York, some months ago, becom- 
ing vice-president of the corporation, is 
again independent, having withdrawn 
all of his companies from the Dudley 
Company. John E. King has also left 
Mr. Dudley taking the Arlington of 

Washington, D. C., with him. 





Guerin & Williams, prominent New- 
ark fire insurance agents, are now rep- 
resenting the Equitable Life of Iowa. 

















[ The Human Sid 








EDWARD R. HARDY. 





Edward R. Hardy, who was placed 
temporarily to install the new system 
of rating at Washington, D. C. for the 
Underwriters’ Association of the Dis- 
trict of Columbia, is one of the hardest 
worked insurance men in America. 
Here are a few of his activities: As- 
sistant manager of the New York Fire 
Insurance Exchange, conductor of a 
class in fire insurance at the New York 
University, and secretary of the Insur- 
ance Society of New York. He also 
delivers more lectures on insurance 
than any man in America. Mr. Hardy’s 
work with the Exchange gave him an 
insight into rating matters that has 
made him an ideal man to furnish in- 
struction to groups of young men seek- 
ing insurance information. A student 
of the history and development of fire 
insurance he has been for several years 
the chairman of the committee on ex- 
aminations of the Insurance Institute 
of America. He has been one of the 
strongest builders of this educational 
edifice. Mr. Hardy for the past seven 
years has conducted a class in fire in- 
surance at the New York University 
School of Commerce and the alumni 
of this class, known as the Barebones, 
now number fully four hundred. When 
the new Washington board is well 
launched he will return to his work 
with the New York Fire Insurance Ex- 
change. 

. s o 


Joseph Atkinson, the clever editor of 
publications issued by The Prudential 
Insurance Company, has added to his 
duties by the editing of a new publica- 
tion of the Prudential’s, which is called 
“Home Office News.” It is bright, 
breezy, timely and well-illustrated. In 
the first number appear cartoons of 
several representatives of The Pruden- 
tial in roles they fill outside of office 
hours. A. F. Messner and Neil Mc- 
Manus are shown as golfers; James E. 
Whelan as a minstrel; and C. W. 
Brown as a soldier. “The Prudential,” 
one of the Company’s publications, has 
a circulation of 2,250,000. 

. * 6 


President Darwin P. Kingsley, of the 
New York Life has always been an en- 
thusiastic golfer. In chasing the ball 
across the links he has found diversion, 
like many other men of affairs, which 
keeps him in trim for the weighty 
problems of each day. Mr. Kingsley 
has just received recognition of his 
prowess with the clubs, in his nomina- 
tion by the Metropolitan Golf Associa- 
tion as president. The annual meet- 
ing of the association occurs at Sherry’s 
on the evening of December 8. 


e of Insurance 





E. G. Durnerin, of the Los Angeles 
Agency of the Equitable Life is using 
every effort to land in the society’s 


Quarter-Million Club, for next year. 
This year he was a member of the 
Pacific Century Club and he also quaili- 
fied a year previous for the same cen- 
tury club. He is a young man who 
has been a high grade producer ever 
since he joined the society in April, 
1912. 


At that time he was identified with 
a Western soap concern but decided 
to devote part of his time to insurance 
work. It did not take him long to 
decide that life insurance was his call- 
ing and his record of $105,000 in paid- 
for insurance from July, 1912 to July, 
1913, was a good record for a new 
man. From July, 1913 to July, 1914, 
Mr. Durnerin paid for over $150,000 and 
during the first nine months of 1914 
he has insured nearly 40 persons, 
which averages about one a week. 

om . . 


Edward B. Morris, actuary of the 
Travelers, is trustee of the Connecticut 
Fund of Yale University. He is a 
graduate of Yale, class of 1897. 

- * 


James E. Garabrant, of J. E. Garabrant 
& Co., Newark, who rounded out fifty 
years of active agency experience, as 
recently printed in The Eastern Under- 
writer, was the subject of a statement 
issued by the Fire Insurance Society 
of Newark this week, in which this 
announcement was made: “During these 
fifty years Mr. Garabant has been iden- 
tified with every organized movement 
for the elevation of the fire insurance 
business and has given such movements 
his hearty support. He is honored in 
the community and has the respect 
and good will of his business associates. 
He is a living demonstration of the 
fact that an honorable man and good 
citizen can, at the same time, be loyal 
to an- organization such as this.” 

* 6s s 


A. F. Sacker, of Los Angeles, Cal., 
a@ representative of the Philadelphia 
Life, has made an unusual record. For 
two months in succession he was the 
“Leader of Leaders,” among the Com- 
pany’s high class producers. He at- 
tained this pinnacle of success in 
August and duplicated the record in 
September. 

He is a native of Alexandria, Va., 
and graduated from the University of 
Virginia in 1900. After trying clerk- 
ing and railroading, Mr. Sacker became 
an agent of the Colonial Life in Phila- 
delphia. He rose rapidly, being made 
successively special agent, assistant 
manager, manager and home office in- 
spector. This position he held six 
years. He went West for his health 
about two years ago and again took 
up life insurance work, this time with 
the Philadelphia Life. 


F. Augustus Heinze, the famous cop- 
per magnate, whose death was chron- 
icled at great length in the daily papers 
a few days ago, had an interesting al- 
though brief experience with casualty 
insurance. In the course of one of his 
numerous Montana mining suits, Mr. 
Heinze was called upon to supply an ap- 
peal bond for a very large amount. Un- 
able to get any company to assume 
the liability Mr. Heinze purchased con- 
trol of the Aetna Indemnity Company 
of Hartford, one of his brothers being 
elected its president. Soon thereafter 
Mr. Heinze disposed of his interest in 
the Company to Robin, the New York 
banker who was later sent to prison for 
his peculiar financial practices. 

e s ao 


Seth H. Whiteley, of the Penn Mutual, 
and Benjamin F. Calverley, Jr., of the 
Mutual Life, are the men through whom 
the big group policy on Philadelphia 
policemen was placed in the Aetna Life. 
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MAKES DEFENSE OF TROY RATES 


W. F. MEAD ANSWERS CRITICISMS 


Many Fire’ Fighting Improvements 
Made—Plans Are for $100,000 
Alarm System 











In commenting upon recent criticisms 
made of fire fighting facilities in Troy, 
N. Y., Walter F. Mead, of the Knox & 
Mead Company, prominent agents in 
that city, said to a representative of 
The Eastern Underwriter this week: 

“These criticisms consist mainly of 
conclusions and recommendations taken 
from the report of the National Board 
of Underwriters. Most of the observa- 
tions were made before the present 
year and not a single reference is 
made at any time to improvements 
that have been carried out since Octo- 
ber, 1913, although since then the 
National Board has issued a supple- 
mental report which places Troy in a 
much more favorable light. 

National Board’s Supplemental Report 

“Under date of April 22, 1914 there 
was filed with the National Board a 
supplemental report which shows these 
conditions to be greatly ameliorated. 
In regard to the water supply which 
seems to be a subject of general 
criticism with the engineers of the Na- 
tional Board, the supplemental report 
states that work upon the additional 
conduit from the Tomhannock reser- 
voir is well under way; recommenda- 
tions relating to improved methods of 
operation have been carried out and 
other improvements desired by the en- 
gineers are either under way or con- 
templated as a part of the present 
plans. In the fire department eighteen 
men have been added to the full paid 
force, the threads of couplings on the 
hose and engines standardized, auto- 
mobile apparatus consisting of a com- 
bination chemical and hose wagon and 
an automobile for the chief have been 
put in service; considerable new hose 
has been purchased and important re- 
pairs made to two engines. 

“The mayor, commissioner of public 
safety and chief of the fire department 
are advocates of a complete paid de- 
partment but feel that the present 
state of the treasury of the city will 
necessitate it being brought about 
gradually, although more paid men wil 
be added each year. The superintend- 
ent of the fire alarm system is quoted 
as considerably concerned about the 
unreliability of the general equipment 
and seemed especially anxious to 
have the work on the proposed new in- 
Stallation started at the earliest pos- 
sible date. Revised plans and specifi- 
eations have been prepared and an 
item providing $100,000 for a new sys- 
tem is reported as included in the 
mayor’s estimate and the probability 
of the work being done soon is ex- 
pressed. 

Moral Hazards 

“The moral hazards no doubt refers 
to the activity of fire bugs and in- 
stances of incendiarism which have 
been noticed in this city and Water- 
vliet. Human nature is pretty nearly 
the same in most places, and it is not 
thought that incendiarism or moral 
hazards exists to a greater extent in 
this vicinity than in the average com- 
munity.” 





MAY TRANSFER HEADQUARTERS 

George Demerest, recently appointed 
Pennsylvania special agent for the 
Detroit National Fire, is considering 
the transfer of his headquarters from 
Pittsburgh to Philadelphia, the latter 
city being more convenient for the de- 
velopment of his territory. 


DUAL AGENCIES PERMITTED 





Buffalo Board Amends its Long-Time 
Rule Regarding Company 
Representation 





Under an amendment to its rules 
adopted at its most recent meeting, the 
Association of Fire Underwriters of 
Buffalo departed from its long-time at- 
titude of hostility to dual agencies, 
and now permits each company to have 
two representatives in the city. The 
condition is imposed, however, that the 
agents of underwriting annexes shall 
be considered representatives of the 
parent companies. 

This important change in front by 
the Buffalo Board is the direct result 
of the Springfield Fire & Marine’s nam- 
ing a second agency in the city some 
months ago, and of the insistence by 
the Aetna of its right to act similarly 
if it so willed. 

Sole agency representation was in- 
sisted upon by the Buffalo Board for 
years, and the dictum was strictly ob- 
served, until the advent of underwriters 
annexes. These latter began appointing 
representatives on their own account 
to the prejudice, it was claimed, of 
companies without annex connections. 

Unwilling longer to be discriminated 
against the Springfield Fire & Marine 
early in the year named a _ second 
agency at Buffalo, and the justice of 
its position is now recognized by the 
local board through its adoption of the 
resolution above noted. 

Marking Time at Rochester 

About a year ago the Rochester men 
became excited over the appointment 
by the Security of New Haven of sev- 
eral agencies in the city, and compan- 
ies generally were petitioned in the 
matter, the regularly established agents 
holding that their local rules should 
be strongly supported. Although the 
matter caused some little excitement, 
no action was taken and feeling seems 
to have entirely died out of late. 





SCHOOL HOUSE SCHEDULES 





First Systematic Effort to Rate Educa: 
tional Institutions Made in 
the West 

To the Western Union belongs the 
credit of issuing the first schedule for 
the rating of schoo] houses and general 
institutions of education in this country, 
a fact that ,is of peculiar interest at 
this time when underwriters generally 
are closely studying the fire hazards of 
public and private school properties. 

In July 1907 the Underwriters Asso- 
ciation of New York State considered 
the adoption of a carefully prepared 
schedule for rating “Schools, Academies 
and other Educational Institutions” 
working from a basis rate of 65 cents. 
The schedule was not adopted, action 
in the matter being deferred from time 
to time, a condition that still obtains. 
Four years later, however, the Subur- 
ban Fire Insurance Exchange adopted 
a schedule of such character, and in 
August, 1913, the same organization 
promulgated a new schedule prepared 
under the direction of Manager Henry 
E. Hess. This latter clearly and con- 
cisely defines the penalty charges, and 
enables the assured to ascertain just 
what his premium is and how it may 
be reduced. Altogether the schedule 
works out very satisfactorily to com- 
panies and assured, and underwriters 
generally endorse its application. 





WITH THE ATLAS 

Captain A. H. Bronson, originally 
with the Boston Board and subse- 
quently for a number of years in the 
New England field for several compan- 
ies, will assist General Agent Medli- 
cott in covering New England for the 
Atlas Assurance of London, 
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CONCESSIONS BY SANBORN MAP CO 





Protest of Company Managers Results 
in Promise for Better and Cheaper 
Service 





Heeding the protest of managing un- 
derwriters against continuing longer the 
conditions imposed by the Sanborn Map 
Company of this city, the publishing 
concern has made a number of impor- 
tant concessions, the enforcement of 
which will not only improve the map 
service, but will do so at a reduced cost 
to the insurance companies. The 
changes are promised by the Sanborn 
people for the first of the year. 

In substance the map company prom- 
ises that its future maps shall be so ar- 
ranged that the congested sections of 
cities as defined by the National Board 
of Fire Underwriters shall be shown 
on consecutive sheets, and where prac- 
ticable, on one volume. Purchasers of 
new bound maps, upon returning the 
old edition will be allowed discounts of 
from 5 to 20 per cent., according to the 
age of the old volumes. No new maps, 
where bound volumes exist, will be 
issued unless the companies approve 
such action. 

New features to be shown in all fu- 
ture map issues include the following: 
Floor openings, protected or unpro- 
tected, in buildings of ordinary construc- 
tion; buildings in which gasoline or 
other volatile oils are kept in quanti- 
ties; construction, capacity heating and 
lighting arrangements of all commer- 
cial garages; capacity of street rail- 
way barns; both sides of the principal 
street or streets to be displayed on 
same page; special hazard features not 
indicated on present maps; thickness 
of walls and whether or not joists en- 
ter both sides of party walls; locations 
inaccessible to fire department; com- 
bustible or non-combustible roofs. 

Object to Sheet Maps 
While appreciating the concessions 


granted so far as bound volume issues 
are concerned, some underwriters yet 
contend that the Sanborn Company 
should correct sheet maps, especially 
in communities that show little, if any, 
change through a series of years, en- 
abling the companies thereby to keep 
fully up to date at all times without 
being put to the expense of purchas- 
ing new maps. 

As the map equipment of the average 
fair writing company costs not less 
than $50,000 the item is a decidedly im- 
portant one, and it would appear to the 
impartial observer that the Sanborn 
Company might reduce its cost service 
considerably more than it has without 
being accused of being a charitable in- 
stitution. 





REINSURANCE “PANIC” OVER 





Superintendent Hasbrouck Says That 
Rush of War Inquiries at Depart- 
ment is Over 





In a speech this week before insur- 
ance men Superintendent of Insurance 
Hasbrouck, of New York, said that the 
rush of inquiries to his office, asking 
for information regarding reinsurance 
and foreign fire companies, caused by 
war perturbation, has entirely stopped. 
At one time this took the form of a 
semi-panic, but his careful explanation 
to the public showing the absolute 
safety of the foreign companies caused 
a complete abatement of the excite- 
ment. 


In the same speech Judge Hasbrouck 
said he had revoked the licenses of a 
number of adjusters who have their 
automobiles stationed in front of police 
headquarters where they can get early 
tips about fires and rushing to the as- 
sured get him to agree to permit them 
to adjust the loss on a percentage basis. 
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INSURANCE IN JAPAN 





Arrangements Being Made for British- 
Japanese Association for Adoption 
of Tariff 





The year 1913 showed, on the whole, 
very unfavorable results for all fire in- 
surance companies operating in this 
field—Japanese and British offices alike 
—owing to the ever-increasing scramble 
for business and to the rates of pre- 
mium being forced down to a very low 
level; in fact, rates now current for 
nearly all classes of risks are con- 
sidered by most fire underwriters to 
be on a non-paying basis. But in Japan, 
where fire insurance is only a develop- 
ment of the last 20 years, the principles 
of insurance are but very imperfectly 
understood by the bulk of the nation, 
and it will take many years yet before 
fire insurance becomes at all general 
and the necessity for insurance cover 
fully realized; it is consequently diffi- 
cult at times for companies operating 
in this country to work together. 
Losses during the year have been ex- 
ceptionally heavy—about double those 
of an ordinary average year—caused 
principally by the many serious confla- 
grations throughout the country, the 
most notable among which was the fire 
in February in the Kanda district of 
Tokio, when 2,598 houses were reported 
as destroyed, involving the insurance 
companies in a loss of 300,0001. Al- 
though the usual annual figures pub- 
lished by the Department of Agricul- 
ture and Commerce are not yet avail- 
able for the year 1913, it is estimated 
that the total losses paid for the whole 
of Japan by both Japanese and British 
companies will approximate 800,0001. 
for the year against an estimated pre- 
mium income of 1,000,0001.; in addition, 
expenses averaging 30 per ‘cent. for the 
Japanese offices will have to be pro- 
vided for out of this premium income 
account. From this it will be seen that 
1913 has been a disappointing year for 
those interested in fire insurance in this 
country. 

Owing to the favorable results ob- 
tained by the older established Japanese 
companies in the years 1910-11, a small 
boom took place in insurance business 
in 1912, and many new small Japanese 
companies were started, but as most of 
these recently-established companies 
have been losing money steadily since 
their inception, the fever has subsided, 
and only one new Japanese fire com- 
pany of any importance was established 
during 1913; this Company commenced 
business in the summer, and they have 
not yet published their first annual re- 
port (the Chiyoda Fire). 

During the year under review the 
Japanese offices again attempted to 
come to some arrangement among them- 
selves for a tariff of rates on all busi- 
ness other than industrial establish- 
ments, but although many conferences 
were held, no definite conclusion was 
arrived at. Negotiations, however, are 
still proceeding. 

In 1913 one of the leading Japanese 
companies approached the British 
offices in London with a proposal for 
the formation of a joint association of 
British and Japanese insurance offices 
for the adoption of a uniform tariff of 
Tates on industrial establishment 
throughout the Japanese Empire; the 
proposal was, on the whole, favorably 
received, and it is expected that nego- 
tiations between representatives in 
Japan of the Japanese and British 
offices will be opened in the very near 
future; arrangements for joint meetings 
are now being made, and it is hoped a 
working agreement satisfactory to both 
sides will finally be reached during the 
course of this year (1914). 

The working of the new insurance 
law relating to foreign companies has 
not had time to run quite smoothly 
yet, as there are still a few outstand- 
ing questions that require satisfactory 
explanation. All British offices having 
adopted uniform conditions for policies 
in the Japanese language, the conditions 
have been filed with Japanese authori- 
ties, and the offices are now awaiting 


the approval of the Government—which 
is expected shortly—when the new 
policy will be put into force. 

It is to be noted that only one Brit- 
ish office, transacting fire and marine 
insurance, has withdrawn as a result 
of the new insurance law. 


BROKERS ACTIVITIES 

















Monthly Valuation Floaters. 

The number of floaters providing 
that there be a monthly checking up of 
stock on hand, with premium payments 
accordingly, is increasing. At the start 
these floaters covered chains of stores 
and other properties of trusts, but re- 
cently a coverage of oil in tanks was 
noticed, showing the variety of this 
form of floater. 

Some criticism has been heard to the 
effect that by clever manipulation of 
values the assured is getting insurance 
that he does not pay for. Underwriters 
and brokers interested in these floaters, 
however, claim that during the year the 
values and insurance average up satis- 
factorily. 

. s ” 
Won on Watchman’s Clause 

An incident showing how closely 
brokers are watching forms is _ illus- 
trated by the fact that a New Jersey 
agent recently secured a theatre line, 
formerly written by another agent, by 
changing the watchman’s clause, in 
such a way as to give the assured an 
advantage. 

* + * 
Paying for Rate Information 

It develops that the antagonism of 
certain members of the Fire Brokers’ 
Association of New York to paying for 
compensation rates or inspections is 
based not only on the belief that the 
law declares that such information 
shall be furnished gratuitously, but also 
that such charges are a discrimination 
against the small brokers. The large 
concerns, of course, would not have any 
difficulty in meeting the charges, but 
some of the smaller brokerage con- 
cerns would find the charges a burden. 
It is pointed out that there are some 
small brokerage concerns in the New 
York association; that the constant 
tendency is for constant reduction of 
commissions, making the lot of the 
small broker harder than ever, and that 
it is to the interest of the brokers 
association to protect the small as well 
as the large broker. 

a Aa - 
Department Store Plate Glass 

The department stores have been del- 
uged with letters asking them to take 
out plate glass insurance at cut rates. 
As a result some of this indemnity has 
been written at unusually low rates for 


the big stores. An interesting com- 
mentary is that there have been some 
unusually heavy losses on the large 


plate glass display windows in recent 
years. ° 
Insurance Stace Lectures 

Although there has been some com- 
ment on the street that the Insurance 
Society of New York has apparently 
neglected the casualty business in its 
course of scheduled lectures seventy- 
five new members have recently joined, 
some of them from casualty companies. 
One of the most prominent of the new 
members among fire insurance men is 
Henry Evans, president of the Contin- 
ental Insurance Company. 

. = . 
Avoiding War Risk 

Brokers placing marine business com- 
plain of the unwillingness of American 
and British companies to assume the 
war risk upon vessels, particularly 
those sailing to ports on the Pacific 
coast. The ordinary sea risks are ac- 
cepted freely, but when the war hazard 
is asked for the companies name a 
prohibition rate. 





The Charles W. Macy Company, of 
Hudson, N. Y., has been incorporated 
with $20,000 capital, to do an insurance 
business. 
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NEW JERSEY NOTES | 
RATE LAW A PUBLIC BOON 


FACTS BUSINESS MEN 














TOLD 





Atlee Brown Explains Schedules to 
Summit Board of Trade—De- 
fends Ramsay Act 





Talking to members of the Board 
of trade of Summit, N. J., on Tuesday 
night, Atlee Brown, the New Jersey 
Rating Expert, made an - unusually 
strong defense of the principle of anti- 
discrimination in rate making. The 
Ramsay Act, under which rates are 
made in New Jersey, had been attacked 
by a Summit paper, which also re- 
ferred to Mr. Brown as a Czar. 

Explains Schedule Rating 

Mr. Brown’s address was not only 
a defense of schedule rating, with full 
information in non-technical language, 
telling how rates are made up, but it 
also showed how the public is benefited 
by the operation of such a law as the 
Ramsay Act. He explained the con- 
fusion that results from a condition 
here each company makes its own 
rates, inspections, etc. The expense 
of such a hit and miss style of under- 
writing would make profit impossible, 
and no business men would want to 
deal with a carrier that could not live 
on the price it received for furnishing 
indemnity. 

Mr. Brown quoted the recent report 
of Insurance Commissioner La Monte 
telling how successful the latter re- 
garded the operation of the Ramsay 
Act; and also the resolutions of the 
New Jersey Board of Education endors- 
ing the work of the Expert. 

Helping Cities Help Themselves 

The manner in which the Rating 
Office furnishes assistance to municipal 
officials, by suggesting ways to prevent 
fire or to he!p fight it when fire occurs 
was explained. This includes scientific 
attention to all the hydraulic features, 
purchase of new material, and other 
suggestions the adoption of which will 
also help reduce rates. In New Jersey 
there are 386 protected locations. Many 
cities have been helped by the Rating 
Office. The advice given to architects, 
builders, contractors and others was 
illustrated. = 

Another benefit to the general public 
was brought forth in connection with 
a $25,000 appropriation for fire preven- 
tion made by the legislature to one 
of the largest State institutions. The 
officials of this institute would not be 
warranted to spend this money with- 
out calling in some hydraulic and in- 
surance engineering expert with the 
expenditure of considerable money in 
order to get the subject laid scientifical- 
ly before them, but the New Jersey 
Rating Office finally supplied this scien- 
tific help with no cost to the institute 
whatever. 

Rights of the Public 

In this connection Mr. Brown asked: 

“Are not the people who invest their 
capital in construction of value entitled 
to a law favorable to inquiry of insur- 
ance cost before they enter into con- 
tract. Under the old restricted con- 
ditions it became almost impossible to 
give such data without the possibility 
of the claim being put forth that such 
action might be evidence of combina- 
tion and necessarily a violation of the 
law.” 

Rate Equalization 

One of the most interesting points 
driven home was that the Ramsay Act 
was not passed to reduce rates, but 


JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 











to prevent rate discrimination. Thus, 
everybody is getting a fair deal. 

“Should the companies be made to 
grow weaker and weaker by reason of 
rate insufficiency, or do you wish them 
to be strong so that when the unex- 
pected arrives they can do that which 
you expected them to do when you paid 
your money; rebuild your towns and 
cities?” asked Mr. Brown. 





NEWARK STAMP TAX COMMITTEE 





Frederick Hoadley, W. S. Naulty and 
G. F. Sommer are Appointed 
by Society 





The Fire Insurance Society of New- 
ark, N. J., at its meeting this week 
appointed a committee consisting of 
Frederick Hoadley, secretary of the 
American Insurance Company, Wm, 8. 
Naulty of Jos. M. Byrne Co., and G. F. 
Sommer, to consider methods in con- 
nection with the Federal Stamp Tax 
to go into effect December 1, and its 
application to fire insurance policies, 
together with recommendations of the 
National Board of Fire Underwriters 
in connection therewith. 

As the result of the activity of the 
Fire Insurance Society of Newark, in 
connection with its investigation of the 
placing of the risk of the Lister Agri- 
cultural Chemcal Works, $44.37 has 
been paid by the broker placing the 
line to the Newark Firemen’s Relief 
Association, and $29.48 has been paid 
to the Underwriters’ Protective Associa- 
tion of Newark, these amounts being 
the tax on premiums paid on policies 
written by non-admitted companies 
which have since been replaced. 

The Cleveland National Fire Insur- 
ance Company has qualified for mem- 
bership in the Society. 





AROUSED OVER STAMP TAX 

It was learned this week that the 
New Jersey Association of Local Agents, 
of which W. M. Dickinson of Trenton 
is president; and Fred J. Cox of Perth 
Amboy is secretary, is somewhat per- 
turbed over the action of the National 
Board of Fire Underwriters in regard 
to the assured paying the stamp tax, 
Members of the agents’ association ex- 
pect that they will have considerable 
difficulty over the matter. 





POLITICAL JOB FOR MOODY 

Earl E. Moody, of the bond depart- 
ment of Jos. M. Byrne & Co., Newark 
local agents, is slated to be private 
secretary to the Mayor-elect of Newark. 





ALFALFA AND GRASS COVER 

Considerable comment is being heard 
among underwriters because of blanket 
policies, without co-insurance clause, 
covering alfalfa and grass on Jersey 
City piers. 
NEW BRUNSWICK APPOINTMENTS 

The New Brunswick Fire has recently 
made a number of new agency appoint- 
ments in New Jersey. 
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Aberdeen, S. D. Boston Chicago 
ton id; Cincinnati 
Anderson, S.C. Buffalo Cleveland 

tlanta Butte Dayton 

i Charlotte, N.C. Denver 

Birmingham Charlest’n, W.Va. Detroit 


FIRE 
EXTINGUISHER 


IVES, not protection alone, but that which 
G is equally important, the constant feeling 
of security. Aside from its efficiency when the 
fire does come, it repays its modest cost a hun- 
dred times a year in peace of mind. 

The convenient size of this extinguisher, its 
readiness and ease of operation will mini- 
mize the fire peril in school or factory, hotel 
or theatre, hospital or home. 

Write nearest office for full information-- 
send a postal now. 
Brass and Nickel-Plated Pyrene Fire Extin- 
guishers are included in the lists of 
appproved Fire Appliances issued 
by the National Board of 
Fire Underwriters. 



















Duluth Nashville Richmond 
Fargo, N. D New Orleans St. Louis 
acksonville Oklahoma City St.Paul _ 
Louisville Philadelphia Salt Lake City 
Memphis Phoenix San Antonio 
Milwaukee Pittsburg York, Neb. 


PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles 


Seattle. 


Distributors for Canada: May-Oatway Fire Alarms, Ltd., Winnipeg, Toronto 


Distributors for Great Britain and the Continent: The Pyrene Co., Ltd. 19-21 Great Queen St. 


London, W. C. 


























For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - . $1,000,000.00 
Cash Assets - . 4,743,233.00 
Cash Surplus to Policy 
Holders - - - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 





R. EMORY WARFIELD- - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst.Sec’y 
JAMES W. HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg.-, 34 Pine St. 
NEW YORK 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
Py Wakcadeaeh en 7,260,197.27 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 

olders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 














Office 


PHILADELPHIA 
325 Walnut Street 











Clarence A. Krouse & Co. 
GENERAL INSURANCE AGENTS 


PENNSYLVANIA = 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 








Office 


NEW JERSEY 
Stone Harbor and Haddonfield 








NEW JERSEY 


With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 
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NEW YORK CITY HEADS OF INSURANCE DEPARTMENT 














Standing, Left to Right: 


Arthur F. Saxton, E. C. DeKay, N. B. Hadley, J. L. Wood, D. F. Gordon, Charles Hughes, S. Deutchberger, Frank A. O’Brien, 
J. P. Conway. Seated: H. E. Ryan, J. W. Keller, J. J. Hoey, Nathan Beckwith, J. E. Diefendorf. . 





NO N. Y. DEPARTMENT 
SHAKE-UP POSSIBLE 


(Continued from page 1.) 


and title. For forty years he has been 
a member of the bar. 

The counsel is Joseph W. Keller, 
formerly a member of the legislature, 
and a man of wide legal training. 

Fifty Years in the Service 

A half century of training in the de- 
partment has been the experience of 
John S. Paterson, the actuary. His 
father was actuary before him. James 
Cross, assistant actuary, has been in 
the department forty years. 

The strong staff of examiners is all 
under civil service. Daniel F. Gordon, 
in charge of the fire companies, has 
been with the department twenty 
years; Nelson B: Hadley, in charge of 
the life companies, has been ten years 
with the department; Arthur F. Sax- 
ton, in charge of the casualty and 
surety companies, seventeen years; 
John E. Diefendorf, in charge of the 
fraternals, seventeen years. 

Samuel Deutschberger, is at the head 
of the underwriters’ association bureau 
(rate-making), and has had unusually 
interesting work to do in protecting 
the public against fire and plate glass 
rate discrimination. 

Nathan E. Beckwith heads the audit 
department; Harwood E. Ryan, the 
workmen’s compensation bureau; 
Joseph L. Wood, the complaint bureau; 
W. H. Nangle, the brokers’ bureau; 
James P. Conway, the legal bureau, and 
Thomas F. Behan, fraternals. 

All of these men are experts in their 
line, working without public applause 
but watching out for the interest of 
the assured. Mr. Behan’s service has 
extended thirty years. 

It is impossible in an article or two 
to mention the names of all the men 
in the department who have seen long 
service, but four examiners who should 








not be overlooked are Richard A. 
Elmer, 15 years service; Isaac Fuld, 
fifteen years; Charles Gardner, twelve 
years and Charles E. Heath. 

Eckford C. De Kay is recorder of 
the Insurance Department. He was 
military secretary of Governor Dix of 
New York. 

Besides these there are offices of the 
superintendent, first deputy superintend- 
ent, cashier and general Office at 
Albany. 

New York Bureaus 

The following bureaus are located in 
New York city: Examination, audit, 
underwriters’ associations, brokers, 
complaint, promotion companies, ad- 
justers and workmen’s compensation 
bureaus; besides the offices of the 
second and third deputy superintend- 
ents, the associate actuary and branches 
of the liquidation and legal bureaus. 

The actuarial bureau is the oldest 


bureau in the department. Its regular 
work consists of determination of the 
policy liabilities of the life insurance 
corporations of New York State. It 
makes valuations and proper records 
of registered policies, and makes and 
certifies to the surrogates the valua- 
tions of the various contingent interests 
arising under the provisions of the in- 
surance tax law. Lists of policyhold- 
ers are also filed in this bureau. 


The statistical bureau compiles four 
parts of the annual report, and pre- 
pares advance tabulations from the an- 
nual statements of those companies 
which are published each year prior 
to department audit. 

It also has charge of the depart- 
ment’s correspondence relating to sta- 
tistical records and annual statements. 

The Printing Bureau issues annual 
reports printed in five volumes, aggre- 
gating 5,000 pages. Bight different 


forms of statement blanks are printed. 
Head of this bureau is purchasing 
agent of the department. 

The liquidation bureau operates and 
liquidates insurance companies and 
associations taken possession of by the 
superintendent of insurance. 

The Examination bureau consists of 
four chief examiners, two assistant 
chief examiners, fifteen examiners and 
twenty-one assistant examiners. This 
is the largest bureau. 

The Audit Bureau consists of auditor, 
chief examiner and his assistant and 
eight clerks. Was established as re- 
sult of insurance investigation of 1905. 
It audits annual statements. It main- 
tains a card file, giving the valuation 
of all the stocks and bonds of every 
issue, owned by the various companies, 
there now being 10,000 of these cards, 
containing valuations of nearly 20,000 
different securities. 





ASSETS. 


Real Estate (Equity)............ 
Mortgage Loans 
Bonds 


Agents Balances 





(Market Value).......... 
Cash in Banks and Office......... 


Interest and Rents due and ‘accrued 
eS ee ee ren 


Surplus to Policyholders, $1,310,328.36 


First National Fire Insurance Company 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Departmen of the District of Columbia 


| LIABILITIES. 
paren $254,500.00 | Outstanding Fire Losses............... $32,869.54 
jee 246,850.00 | Unearned Premium Reserve............ 203,091.15 
eieieeed 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
ate: 89,182.43 oF SERS Cr 5,311.09 
hipaa 64,650.96 PD. CE Ms coc cscceewewsenese 848,527.50 
Pea 26,694.33 BS err ee rae ee 37,560.00 
weeks ae ee 424,240.86 
ore $1,556,808.57 | WE £6 6acéap ke 0445409400484 900 45 eee 
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CLOUGH ON ADJUSTMENTS 


CORRECT WORDING OF A COVER 








If Language of Policy is Written With 
Care Harmony Prevails After 
Fire 





Allan E. Clough, secretary of the loss 
committee of the New York Board of 
Fire Underwriters, discussed “Loss Ad- 
justments Under the Standard Fire In- 
surance Policy” at the fall dinner of 
the Insurance Society of New York at 
the Aldine Club Tuesday night. It was 
the first of a series of interesting lec- 
tures on loss adustments to be delivered 
before the society during the next two 
years by experts. These lectures are 
to be copyrighted, and later will be 
printed in booklet form. 

Defines Indemnity 

Mr. Clough said it should be the aim 
of insurers to impress upon their clients 
that fire insurance is neither a mystery 
nor something which cannot be under- 
stood by “the plain people.” Fire in- 
surance is a plain, straight-forward 
business in which the margin of profit 
is small considering the risk involved. 
The private and business morals of the 
men engaged in underwriting and ad- 
justing will compare favorably with 
those of men in other professions, 
proved by the harmonious relations ex- 
isting between the insurers and the 
public. 

In beginning his lecture Mr.’ Clough 
made a clear definition of the mean- 
ing of the words “insure” and “indem- 
nity,” quoting various authorities, g0o- 
ing back to the time of the Latin writer, 
Roccus, and including a citation from 
“Wealth of Nations,” the great work 
of the economist Adam Smith. The 
theory of insurance explained in a re- 
cent English work, “Welford & Otter- 
Barry’s Fire Insurance,” was quoted: 

“The contract of fire insurance dif- 
fers from an ordinary contract in that 
it requires through its existence the 
utmost good faith, and differs from that 
of life assurance in that it is purely 
a contract of indemnity against losses 
actually sustained. The contract is 
one of indemnity and indemnity only. 
The assured shall be fully indemnified, 
but shall never be more than fully in- 
demnified.” 

Refers to Famous Decisions 

In clearing up a point or two on in- 
demnity Mr. Clough said that under- 
writers have been prone to regard the 
well-known often referred to decisions 
in the cases of Foley v. Manufacturers’ 
Fire Insurance Company and Michael 
vs. Prussian-National, both decisions of 
the New York Court of Appeals, as de- 
parting from the indemnity theory, 
“but,” he said, “may not the real facts 
be, as Mr. Richards has pointed out, 
that in the first, the payment was due 
to the insured, since up to the time 
of the control the contractors had not 
reinstated or rebuilt, in whole or in 
part. notwithstanding their agreement 
so to do, and that, therefore, the pres- 
ent liability at issue in case was clear. 
No question of subrogation was pre- 
sented to the court and it is possible 
that had the loss been paid and the at- 
tempt had then been to enforce the 
right of subrogation the decision might 
have been more or less that in the 
ease of Darrell vs. Tibbits. 

“As to the case of Michael vs. Prus- 
sian-National, Justice Gray’s opinion was 
evidently based upon, ‘first, that the 
underwriters had not yet made pay- 
ment’ and were, therefore, not entitled 
to claim subrogation; and, second, ‘that 
the subject matter of the insurance is 
not the same as the subject matter 
of the pooling agreement.’ 

“In other words, that the insurance 
payment enforced was considered only 
as the indemnity contracted for. In 
neither case was the question of double 
payment considered as actually present- 
ed. Chief Justice Andrews said ‘This 
flows from the nature of the contract 
of insurance, which is a contract of in- 


demnity, and when there is no interest 
there is no demand for indemnity.’ 
Doubtless Justice Gray would unhesi- 
tatingly endorse the theory of indemnity 
when presented concretely.” 

Tribute to Fire Insurance 

No class of business has a greater 
interest in maintaining a public con- 
science, business probity, equity and 
justice in the highest sense of these 
terms than the underwriter. He must 
mete as he would have measured to 
him. He cannot promise indemnity and 
give less. On the other hand, if he is 
careless or complaisant in letting the 
claims made upon him and grants ma- 
terially more than indemnity, or does 
not chose his clients wisely, his busi- 
ness is in danger of being considered 
as conducted contrary to public policy. 

As the public is vitally interested in 
insurance it behooves underwriters, from 
the standpoint of practical common 
sense to so conduct their business that 
they shall not be subect to criticisms 
that they are lax in their methods and 
are interested only in the making of 
the largest profit. The best way for 
comnanies to nrotect themselves is hv 
guarding the community as far as they 
are able against the occurrence of fire 
for profit. The origin of fires should 
be carefully investigated, ‘and dishonest 
claims prevented. The underwriter’s 
best interest and that of the public 
are too closely related for the insurer 
to buy his peace as cheaply as possible, 
shutting his eyes to the fact that there- 
by he may compound a fe'cny. 

The Fate of Ambiguities 

Fire insurance being a promise to 
indemnify under certain conditions 
named in the contract written by the 
insurer and voluntarily accepted by the 
insured, the insurer and his ajduster 
must have in mind that tbe courts have 
properly held, as a matter not only 
of law, but of equity that any am- 
biguities in the contract must be con- 
strued in favor of the insured on the 
theory that the wording is that of the 
insurer who is presumed to have ac- 
cepted any liability the contract can 
consistently be construed to cover. 
The claim of a contrary intent will 
not ordinarily be considered or allowed 
to override the written provisions of 
the contract. There should be no argu- 
ment possible after a fire has occurred 
as to the exact cover of a policy. 

Its statement that it does insure in 
accordance with the written policy 
form should admit no doubt as to its 
intent in the minds of the insurer and 
the insured alike. 

The Time For Care 

“The time for the careful wording 
of its cover is when the liability is 
accepted. The needs of the insurer 
should be particularly inquired into and 
the contract given him should be plain- 
ly and explicitly worded, admitting of 
no ambiguity and leaving no room for 
discussion after the fire. If this is 
done acrimony and charges of unfair 
treatment will be largely eliminated at 
the time of adjustment. 

“It should not be left to the liber- 
ality or discretion of the insurance com- 
pany or for it to be influenced by the 
value of the customer’s business, 
whether, after fire, the policy on ‘build- 
ing and permanent fixtures,’ covers 
seating fixtures of a hall or theatre, 
which are merely fastened to the floor 
by screws, and, therefore, removed with- 
out material defacement of tlie building; 
whether customs duties are insured 
in a policy covering on goods in bond; 
whether customer’s property in the 
hands of a ¢ailor or furrier and the 
value of the labor he has expended 
on them are covered; whether tenant’s 
improvements are to be covered under 
a building policy in whole or in part. 
Proper wording of the policies in this 
respect can only be determined after 
a careful reading of the existing leases 
as to their provisions in reference to 
cancellation on the occurrence of a fire, 
for removal of the improvements and 
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“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 


ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000, 000 
Losses Paid in U. 8S. - $28,000,000 
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FOR S ALE —Fire Insurance Maps of Tennessee, Penn- 


sylvania, Ohio, Illinois, Kentucky and Louisiana at bargain prices 
For information, address 


Western & Atlantic Fire Insurance Company 
NASHVILLE, TENNESSEE 








ARSONIST CONVICTED 





Prison Sentence Imposed Upon Mrs. 
Sophie Skalla of Washington, 
N. J. 





Skillful and efficient work by one of 
the New York City adjusters, aided by 
the local district attorney resulted in 
the conviction of Mrs. Sophie Skalla of 
Washington, N. J. for burning her 
dancing pavilion some days ago. Follow- 
ing conviction the court imposed a 
sentence of two years imprisonment 
upon Mrs. Skalla, and ordered her to 
pay a fine of $500, and the cost of 
prosecution. 

The burned property was insured for 
$9,500; $8,750 covering on the building 





as to reversion to the building owner.” 
Sums Up 

Summing up Mr. Clough said: “The in- 
surer is often to blame for misunder- 
standings, because he should be familiar 
with the requirements of his business, 
and should know the necessity for exact 
information and should be expert in 
the proper wording of his policy.” 


and the balance on property. An 
appraisal awarded the assured $6,700; 
checks for that amount being sent by 
the interested companies to their re- 
spective local agents for delivery. The 
attorney for the assured, however, ré- 
fused to accept such a basis of settle- 
ment insisting upon being paid the full 
$9,500. As Mrs. Skalla has now been 
convicted the $6,700 paid was returned 
to the contributing companies. 





FRANK M, TAYLOR’S LOSS 

The loss on the home of Col. Frank 
Taylor, of the Hartford, at Pompton, 
N. J., was total. The insurance was 
divided in small policies among several 
companies. Colonel Taylor was in his 
Sarage at the time of the fire, which 
burned so quickly the house was de. 
stroyed in half an hour. 





TO DEVELOP CANADIAN BUSINESS 

In line with its plan of developing 
energetically the Canadian field, which 
it entered two years ago the General 
Fire of Paris, has appointed Ferris BE. 
Shaw agency superintendent for the 
territory. He will make headquarters 
at Montreal. 
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NEW YORK COMPENSATION RULINGS 


Status of Employes of Charitable Institutions—Claims 
of Motor Cycle Riders—Grocery Clerks 








Are elevator operators covered.under 
the act? It has been the general opin- 
ion of insurance agents and brokers 
that they are. Their reason for believ- 
ing so was the section of the act re- 
ferring to the operation of electrical 
appliances. When several elevator 
claims came up recently one of the 
commissioners pointed out that he did 
not see why there should be a discrim- 
ination between operators of elevators, 
merely because of difference in the 
methods of power of their operation. 
The question was referred to the legal 
department for a decision. 





A man, employed by the Salvation 
Army in Staten Island handling paper 
was injured. Compensation was with- 
held. The Salvation Army is not con- 
ducted for profit and the work was 
not hazardous. 





A janitor of an apartment house does 
not come under the act. 





A retail butcher is not under the act, 
unless injuries are caused by machinery, 
such as catching one’s fingers in an 
electrical meat chopper. 





A clerk in a grocery store is not under 
the act. 





A workman went to the river front 
near a factory where he was employed. 
There were a number of dead fish in 
the river. He got on his back and 
started to reach for one when his chest 
came into contact with a hot exhaust 
pipe, burning him. If he was fishing 
he is not covered under the act; if his 
duties required him to go to the water- 
front and assume a position for his 
body similar to the way he was reclin- 
ing when injured he might come under 
the act. Case was referred back for 
more facts. 





A chauffeur was hurt cranking a car. 
The case was referred back for further 
information whether he was getting the 
ear ready to take his employer to his 


place of business or away from his 
place of business. 





A minor working in a dairy, which 
had a restaurant occupancy above, was 
injured washing bottles. He testified tnat 
he washed the bottles with a brush. 
Compensation was withheld, it being 
ruled that dairies do not come under 
the act, as dairies are not specifically 
mentioned in it. 





A coal carrier claimed to have con- 
tracted muscular rheumatism while 
working in a coal yard because the 
nature of his work made him perspire 
so profusely that he caught cold. He 
also claimed to have strained himself, 
lifting coal. The claim was referred 
back to the claim department for further 
information regarding the manner in 
which the injuries were received. 





Man riding a motor cycle on way 
to work at 8 o’clock in the morning was 
injured when a wheel skidded. Com- 
mission referred case back for investi- 
gation to ascertain whether the rider 
was really on his direct way to the 
business establishment where he was 
employed. 





A boy delivering groceries on a 
bicycle was injured. Commission de- 
cided to get more facts as to whether 
the bicycle was the employer’s and 
furnished for delivery purposes. 





A butter and eggs salesman injured 
himself falling off the steps of a trolley 
ear. Ruled that occupation does not 
come under the act. 





An employe of a moving-picture studio 
had his hand crushed in a door while 
standing in one room and reaching his 
arm into another room to get a pack- 
age. The question arose as to whether 
films were made in the studio. 


An officer of and a member of a firm 
of an automobile storage concern broke 
his wrist while cranking an automobile. 


At first the question arose as to whether 
this was not an employer seeking com- 
pensation. Then the point was made 
that he might have daily work at the 
establishment which was hazardous. It 
was referred back to the claim depart- 
ment for facts as to just what his daily 
work was. 





A hostler in a stable, whose duties 
do not involve driving, does not come 
under the act. 





Interesting rulings are expected re- 
garding injuries which happen to men 
who are not technically on duty, but 
who believe that they are in reality 
performing a function for their em- 
ployers. Such for instance as the case 
of men who are instructed to visit a 
jeweler at intervals in order that they 
may set their timepieces correctly. 





Another similar case is that of a 
motorman of a New York railway com- 
pany having car barns near each other. 
A motorman had been in the habit of 
going to one car barn every morning, 
getting his car and when he stood on 
the platform his time began. One 
morning he reached his regular car 
barn and was told that because it was 
a holiday his run was off, but that he 
should go to the other car barn in the 
neighborhood. He boarded a company 
car to ride over and was killed. The 
street car company took the stand that 
the accident did not happen in the 
course of employment, as his work 
would not begin until he had reached 
the other barn and boarded the car 
which he was to run during the day. 
Decision was reserved in this case after 
appearing on the calendar several times. 





A messenger boy for the Postal Tele- 
graph Company, injured by an auto- 
mobile while crossing the street, had 
his claim disallowed because he was 
going home from work at the time of 
the injury. 





The commission decided that it could 
not compel a man suffering from hernia 
to undergo an operation, but was not 
in sympathy with permitting awards to 
continue where proper medical atten- 
tion would help a man go back to work. 





The commission has ruled many times 
that less than two weeks disability is 
not entitled to compensation. 


BALTIMORE PREMIUMS 





Returns for First Half of 1914 Below 
Those of Last Year—Leaders in 
Point of Income 





For the first half of the present year 
the premium income of all fire insur- 
ance companies represented in Balti- 
more, Md., and operating both in that 
city and the five mile boundary outside, 
aggregated, $1,249,330.83, or $73,887.65 
less than was had in the same period 
of 1913. 

Of the total receipts for 1914 the 
Maryland companies received $123,- 
304.13, the non-State companies, $813,- 
914.22, and the foreign offices, $312,- 
112.48. 

Companies receiving $15,000 or over 
each for the first six months of this 
year were as follows: 


German, of Baltimore ......... $93,139 
Home, of New York .......... 47,316 
Liverpool & L. & G., Eng. .. 37,631 
rational, Hartford ......ccccvs 33,373 
Hartford, Hartford ........0: 32,629 
Opel, EAVOTHOO! 222. ncccsccss 29,725 
German-American, Baltimore .. 29,695 
Germania, New York ........ 25,645 
Fidelity-Underwriters, New York 21,820 
Continental, New York ........ 21,609 
Fidelity-Phenix, New York . 21,169 
London & Lan., England ...... 21,110 
German-American, New York .. 18,219 
pe errr 17,936 
Northern, London ............: 17,592 
Firemens, New Jersey ........ 17,156 
| es Oe 16,921 
Peoentz, Hartford .......6..0% 16,414 
Connecticut, Connecticut ........ 15,972 
North British & Mercantile..... 15,806 





REFUGEES INCREASE HAZARDS 

The British Fire Prevention Commit- 
tee has issued a special fire warning 
for buildings in which Belgian refugees 
are being temporarily housed, and this 
fire warning is obtainable not only in 
the English language, but in French and 
Flemish translations. 

The dangers of matches, candles, oil 
lamps, spirit cookers, smoking, cellu- 
loid and the like are pointed out in 
concise language, and having regard to 
the fact that many of the refugees are 
neither used to the open fires or ranges 
as customary in England, nor to gas 
lighting and electric lighting, these fire 
preventive hints, if suitably displayed 
at the various hostels and homes, should 
be eminently useful to them. 





Re-Insurance Reserve 


NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. 


Statement January 1, 1914 
Capital Steck................+24.. 


Reserve for Unpaid Losses and All Other Liabilities... . 
ge, eee 
Poy ly ee 
During a successful record of 58 years this Company has paid losses exceeding 


$14,000,000.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer 


ee ee ° : . 


J. 


$1,000,000.00 
2,845,185.81 
273,985.87 
2,720,038.31 


eee ee ee ey 


$6,839,209.99 


A. H. HASSINGER. Secretary 
J. K. MELDRUM, Assistant Secretary 





Alexander, Pres. 


Cash Capital $1,000,000.00 
FOR AGENCIES IN NEW YORK, 








1. Stewart, V. SAE INS) 


LNGUARANG; OOMUZANNT 


BALTIMORE, MD. 


NEW JERSEY and PENNSYLVANIA, 
Apply HOME OFFICE 


W. Alexander, Sec. 
- D. Legg, Asst. Sec. 


Surplus to Policyholders $1,203,604.68 








OF NEW YORK. 





company for an agent. 





Home Office, 


Western Office, 





Continental Insurance Company 
The best company for a policyholder is the best 
HENRY EVANS, President. 


80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 





The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. 


HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 


“An Agent Is Known by the Companies He Keeps” 
Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 


fairness. 





Fidelity (Fire) Underwriters 


Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 


Combined Assets $42,586,574 
Policyholders Surplus $23,743,555 


80 MAIDEN LANE, NEW YORK. 


OF NEW YORK. 


Home Office, 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 


Western Department: Pacific Department: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, Ill. San Francisco, Calif 











RESULTS ‘OF THE ELECTION 


COMPENSATION FOR NEBRASKA 





State Insurance Scheme Killed in 
Montana—Wyoming Result Yet 
in Doubt 


Late returns indicate that Nebraska 
voted for a compensaton law. 
enty-six counties out of ninety the com- 
pensation measure had a majority of 
1,500, and it is believed that the re- 
maining counties will give a still greater 
majority. 

In Montana returns from a majority 
of the election districts indicate the 
defeat of the monopolistic State insur- 
ance compensation bill (similar to the 
Washington act). This was before the 
people on the referendum. 

In Wisconsin, as already printed, 
State insurance lost, while from Wyom- 
ing there has been no trustworthy 
information received yet in New York. 


In sev- 





ACCOMMODATES REFUGEES 

London, Nov. 1.—The General Acci- 
dent is paying $3,500 a week to mem- 
bers of its staff now performing mili- 
tary duty. In addition it has placed 
extensive accommodations at its Ald- 
wych Buildings in London at the ser- 
vice of the Belgian War Refugees’ 
committee. 

One of the British insurance papers 
suspended publication for two issues 
because of the war. 





HAZARD OF CEMENT SHOOTING 
Peace has its hazards as well as 
war. The Compensation Inspection 
Rating Board evidently recognizes this 
fact when it lists the Cement Gun Com- 
pany of 30 Church Street, as “Shoot- 
ing Cement on outside walls of build- 
ings by means of air guns...8.91.” 





BUY AN AGENCY 

The Terrill & Wordley Company, of 
Newark, has purchased the bonding and 
insurance ‘business of the State Under- 
writers’ Agency, adding the following 
agencies: Standard of Connecticut; 
Massachusetts Bonding and Insurance; 
Ocean Accident. 


RUSH TO JOIN FEDERATION 


NEW YORK MOVEMENT GROWING 








Travelers, Globe, National, Frankfort 
and Other Companies Ask for 
Applications 





N. E. Turgeon, of Buffalo, president 
of the New York State Federation of 
Insurance Agents was in New York 


city and Hartford this week. While 
here he said that the federation, with- 
out active solicitation for new members, 
now has a membership of seven hun- 
dred and that the thousand mark will 
shortly be reached. 

President Joyce, of the National 
Surety Company, has asked for fifty 
applications which representatives of 
the Company will sign; the Frankfort 
has asked for two hunderd applications; 
the Globe Indemnity for a number; and 
also, the Travelers. 

The Federation 
Stewart Cavanagh, treasurer of 
Brooklyn Insurance Brokers Associa- 
tion, as its Brooklyn director; and 
Walter P. Blackman, of Westchester 
County, has been placed on the govern- 
ing ‘board. 


Ww. 
the 


has appointed 





FEDERATION IN JERSEY 





Louis Lippman to Attend Cleveland 
Conference to Be Held on 
December 4 





The Organization of the Insurance 
Federation of New Jersey will not be 
actively pushed until after the first of 
the year. On December 4 Louis Lipp- 
man, general agent of the Fidelity & 
Deposit in part of New Jersey, and 
local agent of several fire companies, 
will attend in Cleveland a conference of 
representatives of the federations al- 
ready organized, at which time plans 
for sending paid representatives to or- 
ganize federations will be discussed. 
One of these paid representatives will 
come to New Jersey. The Casualty 
Underwriters of Northern New Jersey, 
of which association Mr. Lippman is 
president, is enthusiastic about the 
federation. 





D. D. WHITNEY DEAD. 





Veteran Vice-President of Metropolitan 
Casualty Company Passes Away—A 
Stalwart Character. 





In the death on Monday evening of 
Daniel D. Whitney, the Metropolitan 
Casualty Company lost its highly re 
spected vice-president, and the city of 
Brooklyn one of its foremost citizens. 

Mr. Whitney who attained the ripe 
age of ninety-six years, was a life-long 
resident of Brooklyn, prominent for 
many years in the civic life of the city, 
and its mayor from 1886-7. He was 
one of the organizers of the Metro- 
politan Casualty Company, serving con- 
tinuously as one of its directors, and 
for long its vice-president. Clear-head- 
ed to the last and of a kindly disposition 
Mr. Whitney was unusually popular 
with his managerial associates who 
deeply regret his death. 


NOT R. J. HILLIS 

Although the initials of President 
Hillas of the Fidelity & Casualty are 
“R. J.” and his company writes a large 
burglary business, the prominent un- 
derwriter must not be confounded with 
the “R. J.” starring in “Under Cover” 
at one of New York’s theatres, and 
whose primary act is the payment of 
a fraudulent claim by the reputed 
burglary insurance company of which 
he is the head. While Mr. Hillas is 
versatile to a degree, acting is not in 
his line. 


Home Office - - 





American Fidelity Company 


FIDELITY AND SURETY BONDS 
ACCIDENT, HEALTH AND BURGLARY 


Insurance in New and Attractive Policies 
Liberal Agency Contracts to agents in small towns 
Apply to nearest General Agency or to Home Office 


GENERAL AGENCIES FOR EASTERN STATES 


Hutchinson, Rivinus & Co., 3 South William Street, 
W. T. Whelan, Resident Manager, 80 Maiden Lane, New York 

G. H. Shearer, Jr., 416-20 Walnut Street, Philadelphia 

John Paulding Meade & Co., 99 Milk Street, Boston 

Charles Wharton, Jr., 212 Bakewell Building, Pittsburgh 

Percy H. Russell, 9th and New York Avenue, N. W., Washington 


MONTPELIER, VERMONT 


New York 








DEFAULTER OWES BONDSMAN 





Money Taken Civil Debt to Be Liqui- 
dated—Criminal Liability Separate 
Matter 





A well known surety bonding man 
says that there is a disposition, quite 
frequently, to crticise surety companies 
as to their way of handling claims. It 
is argued by some that surety under- 
writing should be a matter of business 
without any chance of salvage, or 
thought of recovery. It is pointed out 
that if this plan was followed out, it 
would lead to wholesale theft on the 
part of the employe bonded. 

The knowledge that he would not be 
prosecuted as the surety company had 
made good the shortage to his em- 
ployer would really result, in the long 
run, in a general increase in defalca- 
tions. As it is now, the money stolen 
becomes a civil debt the reimburse- 
ment of which the surety company has 
a right to demand from the man 
bonded. In fact he agrees in apply- 
ing for the bond, to do so. 

The criminal end of the transaction 
is separate entirely. But to make the 
defaulter realize that the money must 
eventually be returned and that he is 
in any event subject to the penalty of 
the law is considered to be a deterrent 
factor. Were it not for the salvage 
that comes in, surety rates would not 
be anywhere as near as low as they 
are at present. 


FIELD FOR INSURANCE. 





Over 1,758,253 Automobiles Now Regis- 
tered in Country—New York Reports 
160,475. 





As a field for fire and casualty un- 
derwriting the automobile industry is 
a constantly growing one, and promises 
to so continue for years yet. On the 
first day of October there were 1.758.253 
cars registered in the different States. 
The States registering 100,000 or more 
cars were as follows: New York, 160,- 
475; Tllinois, 126,681; Pennsylvania, 
122,773; Ohio, 118,950; California, 118,- 
061; Iowa, 100,183. 


TOO MUCH TELEGRAPHING 


One of the surety companies has 
notified agents that they must cut down 
on the number of their telegrams. The 


telegraph charges of this company are 
enormous. This is because some agents 
fall into the habit of telegraphing on 
every opportunity, sending useless 
messages when the mail will answer the 
purpose just as well. This company has 
notified its agents that in the future 
no telegram will be sent on a $10 pre- 
mium. 





COMPENSATION AND DOCTORS 


At the recent meeting of the Asso- 
ciated Physicians of Long Island, Dr. 
I. M. Rubinow, of the Ocean, talked on 
“Compensation Acts and the Physician” 
and Dr. Lee K. Frankel, of the Metro- 
politan Life, spoke on “Social Insur- 
ance.” 


COMPANIES LIABLE 





Average Live Stock Policy Indemnifies 
for Loss of Cattle Whatever 
the Cause 





In view of the seriousness of the 
foot-and-month disease now epidemic 
among cattle in the Middle West, it 
is interesting to speculate as to what the 
losses of live stock insurance compan- 
ies will be from this account. 

The average live stock insurance 
policy indemnifies for loss of cattle 
whatever the cause, and the fact that 
the Federal Government has ordered 
large numbers of stock slaughtered to 
prevent the spread of the dread disease, 
in nowise relieves the companies from 
liability. 

The Indiana and Ohio Life Stock 
Insurance Company of Crawfordsville, 
Ind., which is regarded as the fore- 
most of the livestock insurance com- 


panies, and which, it was felt, would 
be seriously affected by the present 
trouble, reports but a small number 


of cattle risks upon its books, its lia- 
bility being mainly insurance upon 
losses. 





WILL WORK FOR LOWER RATES 





Motor Truck Owners Plan Reduction 
of Accidents and Thus Gain 
Cheaper Indemnity 





Maintaining that the prejudice against 
insuring automobile trucks was unjusti- 
fied, the Motor Truck Club of America, 
with headquarters in New York, and 
claiming a membership of over 400 auto- 
mobile truck owners, has planned a 
campaign to secure cheaper indemnity. 

Care will be exercised in the employ- 
ment of drivers, emphasis being laid 
upon .the need for observing all speed 
limit laws. The collection of data re- 
garding accidents will be undertaken, 
and if the information secured justify 
the expectations of the automobilists, a 
concerted effort will be made to get 
insurance below present rates. 





PLATE GLASS INVESTIGATION 

The manner in which the New York 
Insurance Department is investigating 
the plate glass situation, is by sending 
two representatives to a company where 
rates and practices are being investi- 
gated. After finishing with one com- 
pany the two representatives go to an- 
other. It is not known how far the in- 
vestigation will extend. 





EXAMINING AMERICAN SURETY 

The American Surety Company is be- 
ing examined by the New York Insur- 
ance Department. 





NEWARK CONTRACTING BONDS 

The American Surety Company has 
executed two bonds for the Public Ser- 
vice Electric Company for work at 


Point-No-Point, near Newark, N. J. 
One bond was for $84,000; the other 
for $50,000. Frank L. Rusby, of the 


Newark office of the Company, got the 
business. 
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TALKS BUSINESS HONESTY 


WILLIAM B. JOYCE’S STATEMENT 








Burglars and Thieves Never Discrimi- 
nate, So Why Discriminate on 
Surety Rates? 

In the current issue of Surety News 
William B. Joyce, president of the Na- 
tional Surety Company, has written two 
interesting articles, one called “Honesty 
in Business” and “Beware of the Re- 
bater.” Both of these articles merit 
reproduction and they are as follows: 
“There are a great Many companies 


using the Towner Rate Manual, for 
quoting surety rates. Occasionally in- 
formation is communicated to this 


Company to the effect that some com- 
pany (known to be a subscriber to the 
Towner Rates) is making a lower quo- 
tation than those in the Towner 
Manual. We are occasionally asked by 
our agents to meet such rates, and we 
have invariably replied that any com- 
pany that is a subscriber to Towner 
Rates, and yet quotes rates that are 
lower, is dishonest. If any company 
by so quoting dishonestly treats other 
companies that offer other concessions, 
not provided in the Towner Manual, 
then you may expect that it will treat 
its customers dishonestly in one way 
or in another, probably by dishonestly 
settling claims. Therefore, you should 
never hesitate to say to present or 
prospective customers, whenever you 
are facing such a situation, that any 
company which will treat the National 
Surety Company and the other compa- 
nies in a dishonest way as above indi- 
cated, will surely dishonestly treat the 
assured. 

“In our experience in the surety 
bonding and burglary insurance busi- 
ness (the former covering a period of 
nearly twenty-five years) we have 
learned to know that burglars and 
thieves never discriminate; it makes no 
difference to them from whom they 
steal, just so long as they continue 
their nefarious game without apprehen- 
sion by the authorities, and so it is 
with companies—if any company using 
the Towner Rates will steal business 
from us by cutting rates, then we have 
not the slightest hesitation in saying 
that the same company or companies 
would steal from the employer were it 
to their advantage to do so. 

“By putting this proposition squarely 
up to the employer in all such in- 
stances, it will show the employer what 
long chances they are taking with any 
company that is so dishonestly man- 
aged, and, not in many cases will you 
lose the business with honestly man- 
aged concerns—if they find that a com- 
pany is dishonest in one respect they 
are ready to recognize that it might 
be dishonest in others. The American 
people demand that a company guaran- 
teeing the honesty of others must be 
honest itself.” 

Discussing rebating, Mr. Joyce says: 

“Would you pay a dishonest company 
a premium to guarantee the honesty 
of your employes? Would you patronize 
a law-breaker? Certainly not! 





HICAGO 


INENTAL 


UALTY 


H.GBAlexander 
PRESIDENT 





“Do you know that it is unlawful for 
any person to accept a rebate of an 
insurance premium? When a company 
rebates, it commits a dishonest act. 
When a company offers to rebate it 
takes advantage of your lack of in- 
formation regarding the law and in- 
vites you to become a law-breaker. 
Any company that rebates is dishonest 
and is a law-breaker. Beware of the 
rebater—he is your enemy in disguise, 
and after having taken advantage of 
your lack of information regarding the 
insurance law in connection with re- 
bates, he will be the very one to turn 
State’s evidence on you, unless you 
continue to give him your business. 
Beware of the rebater as of the man- 
slayer, because the best profit will be 
this: If you accept a rebate you must 
be prepared to deal with the same 
character in connection with the pay- 
ment of your losses should any be sus- 
tained. Would you trust yourself to 
such a company?” 





EXCISE BONDS INVOLVED. 





Question of Law When Saloonkeeper’s 
License May Be Revoked for 
Cause. 





The question whether it is necessary 
to convict a saloon-keeper on two dif- 
ferent occasions before the revocation 
of his license can be made is a ques- 
tion which has come up in the case 
of Morris Schneider of Bridge Street, 
Brooklyn. The excise bonding com- 
panies are interested in the case as 
about twenty licenses involving penalty 
bonds of $1,800, could be revoked by 
the State Excise Commissioner should 
the final decision of the courts be that 
evidence of two violations, presented 
at the same time, is sufficient to can- 
cel the license. 

A decision to this effect was handed 
down this week by the Appellate Divi- 
sion upon the appeal of the State Ex- 
cise Department from a decision of the 
Supreme Court refusing to revoke the 
Schneider license. 

The Excise Department obtained evi- 
dence against Schneider for two viola- 
tions of the law and presented them on 
the same day. He was found guilty in 
both cases and a motion was made to 
revoke his license. 

The law is that a liquor license may 
be revoked upon proof that the holder 
of it has twice violated the law. But 
the Supreme Court held the convictions 
must be on two different occasions, the 
first to serve as a warning. 

“Tt cannot be,” wrote Justice Thomas 
of the Appellate Division in reversing 
this decision, “that the State intended 
that the owner (of a saloon) could, 
without hazard to his certificate, sell 
through his agent continuously until one 
conviction should be had, and that a 
second conviction that should disable 
him from doing business must be for 
an offense committed subsequent to the 
first conviction.” 

An appeal in Schneider’s behalf will 
be taken to the Court of Appeals. 





WITH AMERICAN LIABILITY 

Dwight W. Hakes, one of the best 
known monthly payment accident and 
health men, is now with the American 
Liability Company of Cincinnati, organ- 
izing agencies. 

Both Mr. Hakes and General Manager 
Sanders were with the old regime of 
the General Accident Assurance Com- 
pany at Philadelphia, from 1903 to 1909, 
Mr. Sanders leaving in the spring to 
take up the American Liability Com- 
pany work and Mr. Hakes in the fall to 
engage in field work, visiting agencies 
in nearly every state east of the Missis- 
sippi, and later with the Standard Acci- 
dent at its home office at Detroit, Mich. 





H. M. Hinchman has been appointed 
general agent of the United States Cas- 
ualty Company for California. At one 
time he was a counterman for Duer & 
Gillespie in New York city. 





The Union Liability Company has en- 
tered Kansas. 





), Physicians’, 


Cellision), Orie wh. 
Steam-Boiler Insurance; ‘Wheel Insurance. 





The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Semi-Annual Statement, June 30, 1914 
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IEE iin os nsdn satires iatetiaal 

Surplus ever all Liabilities... .. 

Losses paid to June 30, 1914 . 
THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 


ide Ay —~ Surety B Accident, Health and Disability Insurance; Burglary, Larceny, 
and Th Se Pleve Class — Insurance — Emplayers’ Pabli Foams 
(Personal Injury and Property Damage), Automobile (P. Damage and 


» Owners’ and Landlords’, Elevator, Wesker? ‘ompensation— 


$11,606,723.00 
8, 167,993.93 
1,000,000.00 
2,438,729.07 
46,713,497.00 








“EFFICIENTLY MANAGED” 


APPROVES FIDELITY & DEPOSIT 





Insurance Departments Increase Com- 
pany’s Net Surplus by Substan- 
tial Sum 





High tribute was paid the manage- 
ment of the Fidelity & Deposit Company, 
of Baltimore, by representatives of the 
New York and the Maryland Insurance 
department, following their recently 
concluded examination of the Company’s 
affairs. 

The examination, made as of Decem- 
ber 31st last, not only found the Com- 
pany to have every dollar of assets 
claimed by it, but the department ex- 
perts allowed an addition of $259,202 to 
the net surplus account. 

The admitted assets were shown to 
be $11,377,890, besides which there are 
many good accounts which will unques- 
tionably be collected, but which techni- 
cally cannot be allowed by the insur- 
ance departments. 

After allowing $5,929,907 for reserves 
and liabilities of various kinds, and a 
further $3,000,000 for capital, the Fi- 
delity & Deposit’s net surplus was fixed 
at the comfortable figure of $2,447,982. 

The report recites the underwriting 
history of the corporation, detailing 
especially its entry into the general cas- 
ualty field, noting the gradual elimina- 
tion of employers liability business, the 
premiums from which during the first 
nine months of 1914 were $142,970 as 
against $291,618 received in the same 
period of 1912. 

Summarizing, the department repre- 
sentatives pay this tribute to the man- 
agement of the Fidelity & Deposit: 

“We have made a thorough and com- 
prehensive examination into the affairs 
ot this Company. Its financial condition 
is sound, and its affairs are efficiently 
managed. Its business has greatly in- 
creased in recent years and at the 
same time is being conservatively un- 
derwritten. Its policyholders and 
claimants have been fairly dealt with.” 

Ex-Governor Warfield organized this 
Fidelity & Deposit and has been con- 
—s its president and directing 
orce. 





RATES ON THE ZOO 

The Compensation Rating and In- 
spection Bureau has issued the follow- 
ing rates on the New York Zoological 
Society: 

Caring for animals and conducting 
restaurant and boat privileges in Bronx 
Park. Aquarium at Battery Park. 

Payroll division authorized. 

Parks or buildings (not otherwise 
classified) used for exhibition, conven- 
tion or show purposes (owners risk 
only). 

All employes engaged in care, cus- 
tody and maintenance of premises, in- 
cluding elevator attendants $1.10. 

Restaurants, $.50. 

Boat livery, limited to boats under 
15 tons, including laying up of boats 
and putting in commission, used for 
fishing and pleasure purposes, $4.05. 





MERCHANTS FIRE IN PHILA. 

The Merchants Fire of New York 
has given its sole Philadelphia agency 
to Charles T. Evans, one of the lead- 
ers of the Quaker City. 


LARGE FIDELITY SCHEDULE 

Rates upon the fidelity schedule of 
the Chicago, Rock Island and Pacific 
Railway, one of the largest lines of its 
kind in the country were sought from 
companies by the Chicago agency 
controlling the business a few days ago. 
While the Towner rate upon the busi- 
ness is 25 cents, it was hoped by the 
railway that a 20 cent figure would 
be named in competition. The indi- 
vidual coverages under railway sched- 
ules average about $500, and to prop- 
erly inspect the business, put up legal 
reserves and pay losses, a premium 
thereon of $1.25 can hardly be termed 
oppressive. 





“HOLD-UP” ROBBERIES. 

Companies writing hold-up insurance 
report an unusually large number of 
claims on this account lately. The 
Tobbery of the paymaster of the 
Stanley Soap Company which occurred 
in New York city a few days ago, will 
probably cost the company carrying the 
line $4,000, while a second office re- 
ports a $10,000 loss at Holmesdale, 
Pennsylvania. 





George Washington Smith well 
known in casualty underwriting cir- 
cles, has been appointed an ‘inspector 
for the Workmens Compensation Ser- 
vice Bureau of New York. 





Dr. I. M. Rubinow, who has been 
elected president of the new Casualty 
Actuarial and Statistical Society of 
America, has for years made a study 
of social insurance problems. He was 
born in Moscow. Coming to New York 
he attended Columbia University where 
he received the degree of A.B. and Ph. 
D. He also received an M.D. degree 
from New York University. For three 
years Dr. Rubinow practiced medicine, 
after which he entered the Government 
service, doing statistical work for the 
Department of Agriculture and the 
Bureau of Labor. He wrote half of 
the Government’s report of 1911 on 
workmen’s insurance in Europe, and 
was in charge of the administration of 
the Federal employes compensation act 
of 1908, and when that act was revised 
he was chairman of the conference of 
Government departments which did the 
work. In 1911 Dr. Rubinow went with 
the Ocean as chief statistician. He has 
written many articles on social insur- 
ance topics, and two books, “Studies 
in Workmen’s Insurance” and “Social 
Insurance.” 





COAL BUSINESS BOOMING 

Local agents throughout the coal re- 
gion of North Eastern Pennsylvania 
are gratified over the present pros- 
pects for business. The collieries are 
resuming operations upon a more ex- 
tended scale with the resultant gen- 
eral improvement. Additional insur- 
ance is being taken out, and premium 
collections, recently so difficult to en- 
force, are coming in in a satisfactory 
manner. 





An arbitration committee of the Au- 
tomobile conference will secure the co- 
operation of companies not at present 
members of the conference. 

At a meeting of the Illinois Manu- 
facturers’ Association, it was decided 
to urge a review of proceedings by court 
of compensation rulings. 








November 13, 1914. 


THE EASTERN UNDERWRITER 











Too often fly wheel in- 


An Argument surance is overlooked 
for Fly-wheel by agents. There are 
Insurance’ splendid opportunities 


in this direction. “A 
short time ago we mentioned the dis- 
astrous fily-wheel explosion that oc- 
curred at the plant of the Sayre Electric 
Company, Sayre, Pa.,” says the Fidelity 
and Casualty Bulletin. “The amount 
of insurance carried by that company 
on their fly-wheels was only $10,000. 
Fortunately for the Sayre Electric Com- 
pany, however, the property loss did 
not exceed the amount of insurance 
and no one was killed or injured. If 
any person had been killed or seriously 
injured, the loss would have exceeded 
the amount of insurance, and it is to 
provide for such contingencies that 
larger limits are usually carried on 
plants of this kind. 

“The amount of fly-wheel insurance 
to carry should be determined by a 
careful calculation of the value of the 
property that might be destroyed if ex- 
plosion occurred. This should include 
the value of the fly-wheel, the value 
of the engine, which in all likelihood 
would be wrecked, the value of dynamo, 
electric and other machinery in the 
plane of the fly-wheel, the value of the 
building, and also the number of Per- 
sons likely to be killed or injured in 
such an accident. When this cannot 
be determined, a good rule to follow 
is to make the amount of insurance 
not less than $1,900 per foot of diameter 
of the largest fly-wheel insured. 

“Thus, if the largest wheel is 15 feet 
in diameter, $15,000 would be a fair 
amount of insurance to carry. Agents 
should keep this point in mind, because 
fly-wheels are often under-insured. 





Self-respect is the 
first qgssential 
toward winning the 
respect of others. 
Self-respect natural- 
ly follows right living, clean hands, and 
a clear conscience. Self-respect begets 
self-confidence; this makes for courage; 
courage gives faith and with all of these 
qualities success is bound to crown 
every effort based on sound principles 
and conducted with logical impetus. 

There is a vast difference between 
self-respect and unwarranted egotism. 
The first shows a man of honest 
thoughts and modest but striking per- 
sonality. He impresses others with his 
sincerity and wins their respect without 
effort and as a natural sequence. The 
second is sure to show his true charac- 
ter under its veneer of make-believe re- 
spectability. 

The man who wins his own self-re- 
spect can look you straight in the eye. 
He is not afraid to have you look 
through the window of his soul. The 
knave, the double-dealer and he who 
places his own selfish interests above 
all others, regardless of the means of 
self-attainment, cannot meet your 
steady gaze. He has no self-respect, 
no real courage. Though he may be 
apparently successful, the many silent 
moments that he must eventually suf- 
fer, when forced by his conscience to 
face his own self-contempt, are bound 
to make him realize that it is only self- 
respect that wins the respect of others. 

American Casualty Company. 


How-Self- 
Respect Differs 
from Egotism 





Develop your automo- 

Develop bile business. Alfred 
Automobile Reeves, general man- 
Business ager of the National 


Automobile Chamber of 
Commerce, is quoted as saying that the 
war scare was of short duration in the 
automobile industry and that business 
is steadily picking up. In this he 
speaks for leading automobile manu- 
facturers throughout the country. A 
record output is anticipated for 1915. 


Special Talks With Local Agents 








and with automobile shows already be- 
ginning to take place at various points, 
1915 models being shown and bought, 
and optimism prevalent, the prospect 
for insurance is most promising. 
“Recently, an automobile show was 


in progress at Pittsburgh, Pennsyl- 


vania, and our enterprising agents at 
that point, Messrs. Logue Brothers & 
Company, Inc., were represented at the 
show, having supplied themselves with 
advertising folders from the home office 
and prepared themselves otherwise to 
take advantage of the opportunities of- 
fered,” says the Massachusetts Bond- 
ing and Insurance Company. “This is 
a desirable method of obtaining busi- 
ness as well as helpful general pub- 
licity. Other shows will be held in the 
near future, and we urge our agents 
to keep them in mind and call upon us 
for folders with their imprints to use 
not only on such special occasions, but 
also in circularizing and soliciting the 
business. In addition to folders we 
will supply return post cards, ad- 
dressed to agents with spaces on the 
reverse side for details necessary to 
the quoting of rates on a car, and these 
have proved valuable for circularizing 
purposes. 

“Remember that automobile insur- 
ance is now year-round business. 
Many expirations come up at this sea- 
son for owners who have been accus- 
tomed 
winter, but who now use them 
throughout the year. Special winter 
hazards make Liability and Property 
Damage insurance more necessary 
than ever. 

“The demand exists and it is for you 
to take advantage of it.” 





The following notice 
Complete to agents, issued by 
Information the National Surety 
Necessary Company, is pertinent 
to all surety agents: 
“All agents who communicate with 


the home office will save our file clerks 
from becoming prematurely gray, if 
they will refer to the bond number, 
previous communications, etc., in each 
letter, and not oblige us to search 
through a mass of correspondence be- 
fore we can locate a particular file.” 





Frank L. Curtis, of the agency de- 
partment of the National Surety Com- 
pany, has been appointed development 
manager for the organization of a “Ten 
Per Cent. Club” which will consist of 
agents of the National Surety Com- 
pany in cities of ten thousand popula- 
tion and over whose paid premiums in 
dollars per annum equal or exceed ten 
per cent. of the population of their 
territory, or an amount which such ter- 
ritory may be reasonably expected to 
produce. The amount will be their ap- 
portionment for the year. Members of 
the “Ten Per Cent Club” will have their 
names inscribed upon the permanent 
Honor Roll of the Company and pub- 
lished in the National Surety News; and 
they will be in line for invitations to 
the company’s agency conventions. 





ACTUARIAL SOCIETY’S OFFICERS 


The Casualty Actuarial and Statisti- 
cal Society of America, temporarily or- 
ganized some months ago, has elected 
Dr. I. M. Rubinow, of the Ocean, presi- 
dent; B. D. Flynn, of the Travelers, and 
A. H. Mowbray, of the Massachusetts 
Employes’ Insurance Association, vice- 
presidents; and Claude E. Scattergood, 
of the Fidelity & Casualty, secretary- 
treasurer. W. W. Greene has been made 
librarian-editor. 





KEEP POSTED By Reading 
THE EASTERN UNDERWRITER 
Each Week———— -— 
Subscription $3 Per Annum 


Georgia Casualty Company 
MACON? GEORGIA 


W.E.SMALL .. .34.(°%.92.".<President 
A STRONG CASUALTY COMPANY Surplus and Reserves over $860,000 


Writes the Following Forms of Casualty Insurance’ 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR ~ TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Acency Manager, Home Office 








GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 


55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —Teams— Burglary—Workmen’s 
2: 33 Compensation—Etc., Etc. 33 : 


C. NORIE-MILLER, United States Manager 
Metropelitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








to storing their cars for the- 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
Home Office, 47 CEDAR STREET 


Ohartered 1874 
P 
4 SEAL ACCIDENT 


SuAL AY POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ase’t mec 
RELIABLE AND ERERGETIC AGENTR WANTED 


ATE GLASS 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 


CHICAGO Resident Manager 
55 JOHN STREET 


F. W. LAWSON ew Yeah 
General Manager pen 
Liability, Accident, Elmer A. Lord & Co. 





3 es f 4 145 Milk St., Boston 
Burglary, Boiler and cam Resident Managers 


Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 








WHAT YOU DESIRE IS COMING TO YOU 


No ‘‘ifs’’ ‘‘ands’’ or ‘‘buts’’ the 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL 

GET NEXT! 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 

















The Frankfort General Insurance Co. 


of Frankfort-On-The-Main, Germany 
ESTABLISHED 1865— 


United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 
C. H. FRANKLIN, U. S. Mer. and Attorney JNO. M. SMITH, Sec. U. S. Branch 
INSURANCES TRANSACTED 


LIABILITY— Burglary 
Employers General Vessel Owners Workmen's Collective 
Public Landlords Contingent Individual Accident & Health 
Teams Elevator Druggists & Physicians Industrial Ac.itent & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 
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We Have Found the Ideal 


YOU SHOULD SEE A SAMPLE 


Our 20 Pay Life Special Cash Payment Policy 


Just at this time there are several 
good openings in Pennsylvania 





Write For Direct Agency Agreement 


Security Life Insurance Company 
of America 


W. 0. JOHNSON, President - The Rookery, Chicago 


INSURANCE COMPANY OF NORTH AMERICA 
aa PA. 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 
ORGANIZATION 


$164,800,757. 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 , 
ASSETS - $17,938,784 ow 


LIABILITIES - $9,193,374 


NET - SURPLUS $4,745,410. 
SURPLUS TO POLICY HOLDERS $8,745,410. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President ‘SHELDON CATLIN, Ass’t. Secretary 














FIRE ASSOCIATION PHILADELPHIA F 


Office: Company’s Building, 407-409 Walnut St. ih mt 

Organized 1817 Incorporated 1820 Charter Perpetual Re Hl 
Cash Capital $750,000 Assets $9, 091, 141 

E. C. IRWIN, Freeh Bons 


>. 
GARRIGUES, Rn and Treas. 
R. M KELLY. Jr., Asst. Sec. and Treas 











WM. G. WHILDEN, President GEO. E. LYON, Secretary 


New Jersey Fire Ins. Co. 
NEWARK, N. J. 


Capital 
Net Surplus 


$1,000,000.00 
426,215.23 


Fire, Tornado, Lightning & Automobile Insurance 
AGENTS WANTED 


OPPORTUNITY IN TEXAS 


A personal producer, having ability to 
handlemen who want to grow and posseses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 
pany, in Texas. 





If interested, and can deliver the goods, write 
“TEXAS” 


Care of The Eastern Underwriter 
105 William Street, New York City, N. Y. 














Authorized Capital $500,000 


Arirnit National Hire 
Husurauce On. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








Bankers Life Company 
DES MOINES, IOWA 


ORGANIZED 1879 


Insurance Issued and Restored po (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK 


President 








San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


U. S. Gash Assets, Dec, 31, 1913 $14,261,648.20 
Surplus, - - - + 4,629,018.15 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire,1904 — 1,051,543.00 


Liverpool 

om Fondon 
am? Globe 
Insurance Co. 


Over $137,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 


G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEw YORK OFFICE 
80 William St. 


CIMICED 




















